


Go 


=a Special Announcemenfa;> 





INS. LAB, 


The Book Department of the 
National Association of Life Underwriters 


has been acquired by 


The National Underwriter Company 


New York CHIcAGo CINCINNATI San FRaNcisco 


© On July Ist the Publications (or Book) Department of The National Association was pur- 
chased by The National Underwriter Company, which for many years has maintained a large 
department devoted exclusively to insurance books of all kinds and has nation-wide facilities 
for their prompt distribution everywhere. By virtue of this new arrangement, The National 
Association, while withdrawing from the book-selling field, is making available to all its mem- 
bers an improved service for their requirements of all sorts of text books, including those 
used in the “C. L. U.” work, and a service that will undoubtedly be more generally satisfactory 


than the Association has heretofore been able to render through its single office in New 


York City. 


® The National Underwriter Company, well known among all insurance people for its 
publication of the National Underwriter Weekly, the Diamond Life Bulletins, the Little Gem 
Life Chart, the Unique Manual-Digest, the Estate-O-Graph, numerous text books on various 
phases of life insurance, and many other widely used services, has large offices in New York 
City, Chicago, Cincinnati, and San Francisco, and will maintain sizeable stocks of all regularly 
used text books in these offices. The National Underwriter Company also has sales offices in 


numerous other important cities throughout the country. 


® Thus obtaining such books as are desired through the broad facilities of The National 
Underwriter Company, every Association Member, in fact every underwriter will be assured of 
prompt service and many thousands will be able to get books quicker and easier than heretofore. 


BUILD UP YOUR LIBRARY 


The Headquarters of the Book Department of The National Underwriter Company are 
at Cincinnati, to which all special inquiries should be addressed. Send orders, however, 
to the office nearest you 








175 West Jackson Blvd 
420 East Fourth Street 
Flatiron Bldg 


Ask for Our Selected List of Recommended Books 


Ten Percent Discount Allowed on Orders for 10 Books or More 


os, 


You may order on “ten day approval” 


= “Employ your time in improving yourself by other men’s documents: so shall you come | 


easily by what others have labored hard for.” —Socrates. 








FRIDAY, JULY 15, 1938 














HERE IT Is! 
The Only “All-Inclusive” Reference Book 


The NEW 1938 UNIQUE MANUAL-DIGEST 





Fully Covers ‘‘All-Three’’ Phases 
of Life Insurance Statistics! oe 


(1) All about the COMPANY—NATIONAL UNDERWRITER REPORTS (1) 


Showing’ what you want to “know ‘about” every company, these reports 
- give a complete picture of the financial and corporate development of each, 
together with the most detailed analysis of the latest annual: statement avail- 
able from any source except the “convention report” itself. Some of the espe- 
cially interesting items are Management Expenses, Acquisition Costs, Distri- 
bution of Assets with Percentages, “Statistics: by Years,” Retroactive Practices, 
Dividends Paid, etc. Over 70 important figures and ratios are shown—all of 
which have proven themselves to be most significant in judging the operations 
of companies. be 


(2) All about the POLICY—and “Company Practice” Too! (2) 


So that you may instantly “get at” any provision of any company’s contract 
without puzzling through a lot of “legal language,” the Unique Manual ana- 
lyzes each company’s policy in the same way and spotlights for each, more 
than 80 important points in brief, but accurate, simple language. Company 
underwriting practice where it differs from or amplifies the actual contract 
is carefully covered too, for without “company practice” one may easily get the 
wrong understanding even though he has carefully read and digested the 
actual policy. 


(3) All about OPTIONS -VALUES -INCOMES -RATES-COSTS, etc. (3) 


For programming, selling “incomes” and in giving clients and prospects 
the kind of. service you no doubt wish to provide, nothing even approaches 
the “Unique Manual” for its extremely broad coverage of such important sub- 
jects as Settlement Options and the Guaranteed Incomes payable thereunder; 
Surrender Values, including Paid-up and Extended Values and Cash Values 
at Retirement Ages; Retirement Contracts with Net Cost data on them; Juve- 
nile Insurance, Single Premium Contracts, Annuities, “Special” Policies and 
also the details on “obscure” contracts and other points often overlooked. All 
companies including the small ones.are covered, in fact practically every item 
of consequence concerning every company is included in the Unique Manual, 
and each is carefully indexed for quick location. 


Everything You Need on a Case—for Only $5.00 


A Real 
**Money-Saver’’ 


Address Your Order To The Statistical Division, The National Underwriter Co., 420 East Fourth, Cincinnati 


Order Now Immediate Delivery 
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Wealthy Men Still 
Seek to Conserve 
What They Have 


Receptive to Insurance In- 
vestment Proposal Despite 
“Spend It Now” Talk 








NEW YORK—tThe possibility that 
men of substance might become so dis- 
couraged by the attitude of the Roose- 
velt administration toward accumulation 
and conservation of wealth appears not 
to be materializing although fears that 
it would have been expressed by life 
insurance men. Obviously, a pronounced 
trend in the direction of enjoying one’s 
wealth rather than attempting to con- 
serve it for old age or passing it on to 
dependents would be a serious matter 
for the life insurance business. 

The experience of prominent produ- 
cers is that while wealthy men talk as 
if there were not much sense in doing 
anything but spending their money and 
getting the fun out of it, they are act- 
ually very receptive to a life insurance 
or annuity accumulation program. It is 
believed that what has been feared to 
be a dying out of the spirit of thrift is 
merely a growing realization of the folly 
of speculation, particularly with so many 
of the cards stacked against the specu- 
lator. Many of the biggest writers say 
that more than two-thirds of their cases 
involve high premium policies with big 
retirement values. 


Residue is What Counts 


Men who were previously concerned 
with increasing the value of their hold- 
ings have come to see that it is what 
they or their heirs have left after going 
through the wringer that really counts. 
They realize that it is smarter to earn 
zero percent on $100 than 6 percent on 
nothing. 

Much single premium, as well as an- 
nual premium business is being sold. 

It is not only among the men who 
have “arrived” economically that the 
spirit of thrift finds its expression in 
the buying of investment-type life and 
annuity contracts. In fact, the interest 
in retirement plans is particularly evi- 
dent among younger buyers. The proper 
presentation, however, is vital. 


Can Find the Money 


Many prospects who insist very con- 
vincingly that they have all the insur- 
ance they can afford, manage to dig up 
money for premiums when they realize 
that the additional outlay is practically 
entirely for savings. hae 

Among substantial buyers there is, in 
addition to those able to buy high pre- 
mium policies, a group who are strug- 
gling to get back to their former affluence 
and are buying the term forms to pro- 
vide needed protection and, secondarily, 
to give themselves an option on a later 
purchase of a permanent type of insur- 
ance. There is a general disposition to 
buy insurance on the basis of the expert 
money management it provides and the 
invaluable settlement option privileges. 








Possibility of 


Shift to 


Independent Contractor 





NEW YORK—Possibility of a shift 
in status from employe to independent 
contractor is inferred by some observers 
from recent developments in the efforts 
of the C. I. O. industrial agents union 
to get itself recognized as the collective 
bargaining representative for industrial 
agents. 

Samuel Seabury, appearing as counsel 
for the Metropolitan Life in the litiga- 
tion between it and the New York state 
labor relations board as to the board’s 
jurisdiction over Metropolitan agents, 
pointed out that industrial agents are 
more nearly akin to being independent 
contractors than employes. This state- 
ment has aroused considerable specula- 
tion, although it is probable that Mr. 
Seabury was contrasting the status of in- 
dependent contractor with the limited 
definition of employe contained in the 
old New York labor laws rather than 
with the broader interpretation which the 
labor board is contending that the labor 
relations amendments imply. 


New Agents’ Contracts Cited 


Another point is that the new indus- 
trial agents’ contracts put into force this 
month by industrial companies operating 
in New York and Massachusetts are re- 
garded as being considerably more like 
agency contracts of ordinary agents than 
the industrial contracts which they su- 
perseded. It is obvious, of course, that 
if the industrial companies should decide 
to shift from an employer-employe rela- 
tionship to that of contractor and princi- 
pal, no mere change in the contract 
would effect the change unless the ac- 
tual relationship were that of contractor 
and principal. Also there is no legal 
reason why industrial agents could not 
become independent contractors under 
the labor relations law and at the same 
time employes for the purpose of par- 
ticipating in federal old age security 
benefits and state unemployment insur- 
ance benefits. On neither of these two 
counts have the industrial companies de- 
nied that their agents are included. 

According to Ralph Seward,’ executive 
secretary New York state labor relations 
board, there is nothing in the labor rela- 
tions law to prevent a company from 
shifting to an independent contractor ba- 
sis for its agents. He said that if they 
were found to be independent contrac- 
tors the labor relations board would have 
no jurisdiction whatever over them. 
There appear to be sound basis for be- 
lieving that industrial agents could be 
put on an independent contractor basis 
with comparatively little change in the 
present method of operation. 


Control is Decisive Point 


From decisions given in connection 
with agents of ordinary companies oper- 
ating on a strictly commission basis, the 
essential point as to whether an agent is 
an employe or an independent contractor 
lies in the control which exists over his 
actions. The employe is supposed to do 
what his employer tells him. The inde- 
pendent contractor, on the other hand, 
enters into an agreement to perform cer- 
tain duties. The fact that he must, in 
performing these tasks, conform to the 





company’s rules and regulations does not 
alter his status as an independent con- 
tractor, not even though he may agree 
to abide by future rule and regulations 
of the company. This principle was af- 
firmed in the case of the Massachusetts 
Mutual Life’s agents and general agents 
in connection with federal social security 
benefits. 


Status of Agents 


_ Beyond the indications mentioned, the 
industrial companies have neither said 
nor done anything to indicate that they 
are contemplating a shift in the status of 
their agents. No attempt was made at 
any of the Metropolitan Life hearings 
before the labor board which preceded 
the court hearings to show that Metro- 
politan agents are independent contrac- 
tors rather than employees. As far as 
status of its agents was concerned, the 
Metropolitans entire contention rested 
on the state labor relations act defini- 
tion of employe being limited by the 
older labor laws which defined employes 
as mechanics, manual workers and labor- 
ing men. 


Round Table Enrollment Up; 
Business Better, Lauer Says 








CINCINNATI—“Business must be 
better,” said Jack Lauer, chairman of 
the Million Dollar Round Table, who 
Says present enrollment in the Round 
Table exceeds the 1937 total at this 
time. 

While the 1938 enrollment might be 
larger without business being percep- 
tibly better, Mr. Lauer contends that 
even if as many agents were eligible for 
membership this year as last year, the 
actual applications for membership in 
1938 reflect a definite atmosphere of 
confidence. 


Many Being Accepted 


“This,” said Mr. Lauer, “is in face 
of the fact that the 1938 meeting will 
be held in Texas, which is hardly the 
center of our Million Dollar Round 
Table ‘population.’ ” 

Applications for qualifying member- 
ship from E. H. Earley, Northwestern 
Mutual, Brooklyn, and T. M. Green, 
Massachusetts Mutual, Oklahoma City; 
qualifying and life membership from S. 
F. Transue, Penn Mutual, Bethlehem, 
Pa., and life membership from R. A. 
Brown, Pacific Mutual, Los Angeles, 
have been accepted. 


Filing of Applications 

“Every application for membership 
in the 1938 Million Dollar Round Table 
must be at my office, 2401 Union Cen- 
tral building, Cincinnati, on or before 
Aug. 1, in order to be passed upon or 
accepted before the meeting at Hous- 


ton,” Mr. Lauer warns potential appli- 
cants. 
The executive committee of the 


Round Table is preparing one of the 
best programs since its formation for 
the amusement and edification of its 
members. 





Anti-C. I. O. Agents 
Win Majority in 
Metropolitan Case 





Shift in Sentiment Revealed 
in Intervention Motion at 
Hearing 





NEW YORK—A surprise move in- 
dicating that the C.I.O. industrial agents 
union no longer represents a majority 
of Metropolitan Life agents in the met- 
ropolitan New York area marked the 
legal proceedings before Justice Steuer 
in the supreme court here in which the 
Metropolitan sought to have set aside 
the New York state labor relations 
board’s order that it must bargain col- 
lectively with the union and the labor 
board sought, through a cross motion, 
to have its order enforced. 

The move was made, not by the Met- 
ropolitan Life’s counsel, Samuel Sea- 
bury, but by B. C. Ribman, who 
denied any connection with the Metro- 
poelitan or any other organization but 
said he was speaking as attorney, for 
1,588 Metropolitan agents out of a total 
ot 2,577 in the territory under discus- 
sion. Against protest of the labor 
board’s counsel, Justice Steuer granted 
Mr. Ribman permission to intervene in 
the case though he said he would base 
his decision on the records of the labor 
board hearings. Mr. Ribman presented 
a petition signed by the 1,588 agents 
and said that there would shortly be 
signatures of 200 more agents now on 
vacation. 


Wants Certification Terminated 


“Since my clients constitute more 
than a substantial majority of the com- 
pany’s industrial agents, the certifica- 
tion of -Local 30 (the C.I1.O. union) 
and its rights to represent all the agents 
should be forthwith terminated,” said 
Mr. Ribman. “In this connection I 
wish to point out that not only did 
1,588 agents scattered all over this large 
area sign objections to the board’s rul- 
ing on Tuesday and Wednesday of this 
week, an indication of the complete dis- 
favor in which they hold the union, but 
in addition, there are close to 200 more 
agents on vacation who will also sign 
similar objections. In other words, 
about 1,800 out of the total of 2,577 
are absolutely opposed to the union. 
Under these circumstances the certifica- 
tion “bythe board of the union should 
be terminated.” 

Asked later about the possible conse- 
quences of this intervention, Mr. Rib- 
man said that under the law Justice 
Steuer has the option of returning the 
whole matter to the labor board on 
the ground that the C.1O. union no 
longer represents a majority of the 
agents in the bargaining unit selected 
by the board, which includes, in addi- 
tion to the five boroughs of New York 
City, the neighboring counties of Suf- 
folk, Nassau and Westchester. 

Mr. Seabury, who won wide fame for 
his prosecution of graft cases here a 
few years ago, argued the Metropolitan 

(CONTINUED ON PAGE 12) 
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Fallacy of Arguments Used in 


Hostile Forays 


By John H. Rader 


Statistician The National Underwriter 





It would seem in the absence of other 
game, open season has been declared on 
life insurance. Little or no reply has 
been made to the numerous attacks on 
life insurance companies and the types 
of policies offered. Probably the reason 
for this silence is the reluctance of in- 
surance men to give any recognition to 
a movement which has for its purpose 
a misconstruction of facts. 

Practically all of these attacks admit 
the value of insurance protection as 
represented by renewable term insur- 
ance. This is usually followed by criti- 
cism of the plans that have been devel- 
oped to overcome the inadequacies of 
renewable term, touching very lightly 
or the prohibitive cost of pure protec- 
tion at the older ages. 


Tell Only Half the Story 


The old axiom that “a little learning 
is a dangerous thing” is certainly true 
in these instances. The highest type of 
mathematicians in the world are em- 
ployed in the life insurance business and 
it has taken their best knowledge and 
ability to bring life insurance to its 
present admirable position. Therefore, 
we cannot hope to educate the general 
public to a full understanding of the 
workings of life insurance and_ the 
methods employed to accurately measure 
both the actual and potential hazards 
involved. On the other hand, it is 
quite easy to tell part of the story, 
taking only such things as lend them- 
selves to their user’s purpose and defi- 
nitely prove almost any point desired. 


Personal Experience Given 


How well I remember my first day 
at the university. Our professor of 
mathematics opened his course by prov- 
ing to our full satisfaction that two 
equals one. Not a member of the class 
was able to find the flaw in his calcula- 
tion because of what we did not know 
of mathematics. Had not this professor 
explained to us the fallacy of his calcu- 
lation, we could have memorized his 
actual operation and gone forth preach- 
ing the gospel that two equals one to 
prove the fallacy of all mathematics. 

These disciples of renewable term 
have progressed about as far today, as 
life insurance had progressed back in 
the early 1800’s. They have not fol- 
lowed the development of human needs 
and the fitting of life insurance to those 
needs. They have, accidentally or 





otherwise, left out any mention of the 
point at which an insured carrying re- 
newable term must pay his own death 
claim as the premium for the year in 
which he dies with no credit for pay- 
ments which he has made during pre- 
vious years. 

It is not possible to measure the good 
that has been done by the old time 
fraternals which were operated on the 
basis of “step-rate” insurance. How- 
ever, the number of disgruntled former 
members is legion and the reason for 
this dissatisfaction is that as they grew 
older and their earning power decreased, 
the cost of their insurance increased to 
a point where they were no longer able 
to pay the premium. Without any re- 
serve built up in the earlier years they 
were forced to drop out and, cheerfully 
or not, regarded the payments in the 
earlier years as something that would 
have been a good investment had they 
not been so unfortunate as to live too 
long. This plan has been almost uni- 
versally discarded by fraternal societies 
in favor of plans which do more to in- 
sure the insurance as well as the in- 
sured. They go on the legal reserve 
basis. 


Fundamentals Are Simple 


There is really nothing mysterious 
about the fundamental principles of any 
life insurance contract. Roughly, ordi- 
nary life is a renewable term policy 
with the premiums added up and aver- 
aged so that the same amount is pay- 
able each year, instead of an extremely 
low premium during the earlier years 
and an unbearable charge at the time 
that death is most likely to occur. Any 
sound business sets up a sinking fund 
or reserve for future expenses which 
they know will exceed the normal. 
Therefore, should not the individual 
whose primary business is support of 
his family, be equally wise in the opera- 
tion of that all-important business. This 
sinking fund is the reserve or “savings” 
that has become the target for so much 
criticism. If this fund could not be 
withdrawn upon. surrender of the 
policy, thereby providing ready cash for 
some new venture, we wonder just how 
much interest these attackers would 
take in the down-trodden policyholders. 

It is true that the individual might 
carry renewable term (if it were avail- 
able) and invest the difference between 
that and his ordinary life premium in 





something that would accumulate to an 
amount sufficient to take care of the 
high premiums in later years. In some 
cases, he may be able to show a little 
better total result than his ordinary life 
policy. But in other cases, there will be 
losses of the -total amount invested 
which will mean the loss of everything. 
Another big question is whether or not 
this individual will persist in his original 
design and continue to make these an- 
nual investments. Of course, each man 
entering upon such a venture feels that 
he will not falter in his annual invest- 
ment plan or be the one who will lose, 
but does not that same man feel that he 
is not going to be the one whose life 
insurance claim is going to be paid this 
month or this year? 

There are bound to be gains and 
losses so that the only security is to be 
found in joining together in large num- 
bers so that investments may be diver- 
sified allowing a loss in one instance to 
be offset by a gain in another. With a 
sufficiently large group it is possible to 
gauge the ultimate result with a sur- 
prising degree of accuracy. When the 
man on the street hears some of this 
propaganda about the large total profits 
or total holdings of a life company he 
should remember the huge number of 
individuals who have joined themselves 
together to establish these large sums 
and he should remember that each of 
those individuals has his proportionate 
claim on them. 

We have never heard of a really suc- 
cessful life insurance man writing one 
of these attacks on life insurance. At 
the same time, all of these attacks seem 
to emariate from former life insurance 
men. That leads us to wonder what 
type of life insurance man this fellow 
was when he was in the business. Time 
has proved that the underwriter pros- 
pers in direct proportion to his ability 
to serve the best interest of his clients. 





Read Wins Reelection in 


Oklahoma by Handy Margin 


OKLAHOMA CITY—Jess G. Read 
went over with a bang in his reelection 
as Oklahoma commissioner Tuesday. 
Latest available returns indicate a lead 
of more than two to one above his next 
Opponent. Mr. Read has served in this 
capacity for more than 14 years enter- 
ing as an appointee to serve an unex- 
pired term. Since then he has been vic- 
tor in four successive elections. 








Roundup Prospects 


The Canada Life is staging a summer 
roundup which features the reporting of 
qualified prospects. 





INVOLVED IN CANADA LIFE CHANGE 





H. C. 


cox 


In the changes in the official person- 
nel of the Canada Life, H. C. Cox, who 
has been-chairman of the board, be- 





WILLIAM HASTIE 


comes chairman of the London, Eng., 
board as he spends much time in Great 
Britain. 


E. R. Wood continues as vice- 













E. R. WOOD 


president. William Hastie, assistant 


general manager and treasurer and S. C. 


McEvenue are now general managers. 








Right to Consider Disability 
Item in Fixing Dividends Is 
Further Strengthened 


ALBANY, N. Y.—The fact that 
disability benefits are provided in a sup- 
plementary pasted-on endorsement in- 
stead of being contained in the text of 
original policy contract does not alter 
the principle established in the Rhine 
case, which permits a life company to 
differentiate between the experience on 
disability and non-disability policyhold- 
ers in distributing dividends, the New 
York court of appeals has decided in 
the case of Rubin vs. Metropolitan 
Life. 

Attorneys for I. A. Rubin attempted 
to show that the supplementary contract 
for disability benefits was separate and 
non-participating. The plaintiff con- 
tended that the supplementary contract 
contains an express contractual assur- 
ance that the plaintiff's membership in 
the class of life policyholders shall not 
be affected by taking out the supple- 
mentary contract. 


Bullitt Argues Case 


Arguing the case for the Metropoli- 
tan, William Marshall Bullitt of Louis- 
ville, famous insurance attorney, con- 
tended that the case of Rhine vs. New 
York Life covered the situation, that 
since there was no wrongdoing or mis- 
take on the part of the company, the 
aggregate amount of divisible surplus, 
as determined by the Metropolitan, is 
final and conclusive as to all policy- 
holders, including Mr. Rubin’s, and that 
as a matter of prima facie evidence the 
Metropolitan’s apportionment of this 
divisible surplus among its policyholders 
must be regarded as equitable. 

Mr. Bullitt further pointed out that 
the court should not disturb that ap- 
portionment unless it were clearly 
shown to be inequitable and on such 
erroneous principles as to constitute an 
abuse of discretion by the Metropoli- 
tan’s directors. He also stated that de- 
spite the supplementary rider being 
pasted on the entire document is a single 
life policy containing both death and 
disability ‘benefits, so interwoven that 
the whole constitutes a single, integral 
insurance contract, all parts of which 
must be construed as a whole, and that 
the apportionment of dividends to the 
plaintiff's policy must be based on the 
contribution of his policy as.a whole, 
and Mr. Rubin’s main contention, i.e. 
that his disability rider is nonparticipat- 
ing, should be rejected. 

As to the rule that any ambiguity in 
the contract must be resolved in favor 
of the policyholder and against the 
company, Mr. Bullitt pointed out that 
this rule should not apply since a non- 
disability policyholder has just as much 
right to insist that the alleged ambiguity 
should be resolved in his favor and 
against the company as Mr. Rubin has 
to insist that it should be resolved in 
his favor. 


Definite Date for the 
Commissioners Muster 
Set for Dec. 5-7 in lowa 





The tentative dates for the mid-year 
meeting of the National Association of 
Insurance Commissioners were set for 
Dec. 5-7 at the Fort Des Moines Hotel, 
Des Moines, with Commissioner M. V. 
Pew of Iowa as the host commissioner. 
These dates have now been established 
officially and Commissioner Pew has 
notified Superintendent Pink of New 
York, chairman of the executive com- 
mittee. The Association of Life Insur- 
ance Presidents has set its annual meet- 
ing for Dec. 1-2 at the Waldorf-Astoria, 
New York City, which will enable any- 
one attending that meeting to make the 
run to Des Moines. 





S. C. Glover, manager of the National 
Life & Accident and past president of 
the Wichita Managers & General Agents 
association, has been named third_vice- 
president of the Wichita Lions Club. 
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Earle States His 
Reasons for Probe 
of New Yorkers 


Oregon Commissioner De- 
clares Outside States Are 
Entitled to More Data 





SALEM, ORE. — Commissioner H. 
H. Earle, who at the annual meeting of 
the National Association of Insurance 
Commissioners, announced that he would 
“move on to New York about July 15” 
to examine certain New York compa- 
nies because the New York department 
would not accede to the zone convention 
examination system adopted by the or- 
ganization, states that before the com- 
mittee on examinations he called atten- 
tion to the fact that in a five year period 
the following New York companies 
were either liquidated or merged: 


Five Year Record Given 


Aero Indemnity, liquidated; Bronx 
Fire, merged; Capital City Surety, liq- 
uidated; Brooklyn Fire, merged; Con- 
cord Casualty, receivership; Colonial 
States Fire, merged; Equitable Casualty 
& Surety, liquidated; American Colony, 
merged; Consolidated Indemnity, receiv- 
ership; Cosmopolitan Fire, merged; Ex- 
port Indemnity, liquidated; Aero Insur- 
ance, liquidated; American Constitution 
Fire, merged; Franklin Surety, rein- 
sured; Guarantee Life of New York, 
reinsured; Brooklyn National Life, 
merged; Buffalo Mutual Life, reinsured; 
General Indemnity, liquidated; Empire 
Fire, merged; Lexington Surety Indem- 
nity, liquidated; Long Island Fire, 
merged; General Surety, liquidated; Ma- 
jestic Fire, merged; Greater City Surety 
& Indemnity, liquidated; Guardian Cas- 
ualty, receivership; Transportation In- 
surance, merged; Lloyds of America, 
New York, liquidated; Union Fire, 
merged; U. S. Merchants & Shippers, 
merged; National Surety Company, liq- 
uidator appointed, 1934 (not present Na- 
tional Surety); Southern Surety, liqui- 
dation, 1934. 


Commissioner’s Responsibility 


He states that of the premium income 
of New York companies 80 percent 
comes from outside the home state. It 
is natural, therefore, to suppose, Com- 
missioner Earle contends, that the com- 
missioners from other states have a real 
responsibility in protecting their policy- 
holders. 
_ Commissioner Earle recites the exam- 
ination report of a New York fraternal, 
the Workmen’s Circle which operates in 
Oregon by a New York examiner. 
Benjamin Rosenbaum was the examiner 
and Commissioner Earle states that he 
spent seven months and nine days in the 
examination work. In a letter to the 
New York department Mr. Earle states 
that the report reveals a decrease of 
$810,000 in surplus. It has a surplus of 
about $2,000,000. Mr. Earle states that 
the examiner makes 19 criticisms and 
recommendations and in his report in- 
dicates that some of these have been 
recommended by previous examiners. 

he Oregon commissioner said it would 
seem that inasmuch as previous exam- 
iners have made criticisms the New 
York department should have seen that 
they were carried out if they were justi- 
fied. The report was dated Aug. 9, 1937. 


Should Be Put in English 


On March 1, he said, the Oregon de- 
partment received a special examination 
of the Workmen’s Circle by the same 
examiner. He recites a number of points 
made in the supplemental report and 
calls attention to the “outstanding 
achievement of this examination, viz., 

(CONTINUED ON PAGE 13) 





Three More Speakers for 
the Houston Convention 





Ralph Engelsman, Vincent Cof- 
fn and Harold Cummings on 
Underwriters List 





Three more top-flight speakers have 
been added to the program for the an- 
nual convention of the National Associ- 
ation of Life Underwriters, to be held in 
Houston Sept. 19-23, it was announced 
last week by Program Chairman C. J. 
Zimmerman of Chicago. They are R. G. 
Engelsman, general agent for the Penn 
Mutual Life in New York, Vincent B. 
Coffin, second vice-president and super- 
intendent of agencies of the Connecticut 
Mutual Life, and Harold J. Cummings, 
vice-president and superintendent of 
agencies of the Minnesota Mutual Life. 
Messrs. Engelsman and Coffin, probably 
the most famous writing and speaking 
“team” in life insurance, will join for 
one of their noted “Sensible Selling” 
forums. Mr. Cummings, one of the in- 
stitutions most noted speakers, will talk 
on a subject to be announced later. 

These speakers join with those an- 
nounced last week, M. Albert Linton, 
president of the Provident Mutual Life, 
and Isaac S. Kibrick, agent for the New 
York Life at Brockton, Mass., who will 
discuss “Finding Them Where They 
Are Not,” in forming the first section. 


Ralph G. Engelsman 


Mr. Engelsman entered life insurance 
on his discharge from the navy in 1919 
and immediately became one of the coun- 
try’s leading salesmen. He went into 
the million doliar class in his 20s, and in 
1927 he was the youngest member 
of the Million Dollar Round Table. 
Eight years ago he undertook the job 
of building a new agency for the Penn 
Mutual in New York City and today his 
organization comprises 30 active and full- 








Propose Million 
Life Insurance 
on Roosevelt 





HARTFORD—It became known here 
that an effort was made to induce life 
companies of this city as well as those 
elsewhere to participate in issuing in- 
surance to the amount of $1,000,000 on 
the life of President Roosevelt, the 
beneficiary to be the Warm Springs 
Foundation at Warm Springs, Ga. The 
program provided for the premium after 
the first to be paid out of the proceeds 
received from the annual birthday anni- 
versary celebration of President Roose- 
elt inaugurated a few years ago for the 
benefit of the Warm Springs Founda- 
tion. 

While a few executives were inclined 
at first to think they should stretch a 
point from a patriotic attitude, yet the 
overwhelming sentiment opposed under- 
writing a risk of this nature for so large 
a sum. Seemingly the project has been 
dropped as fanciful although at first con- 
siderable pressure was used. It was 
stated here that James Roosevelt was 
the broker attempting to place the in- 
surance. 








time men producing in the neighbor- 
hood of $9,000,000 annually. He has been 
president of the New York City Life Un- 
derwriters Association and was program 
chairman of the general agents and man- 
agers section at the 1936 national con- 
vention. 


Vincent B. Coffin 

After his graduation from Wesleyan 
University and Carnegie Tech, Mr. Cof- 
fin entered life insurance as a soliciting 
agent for the Provident Mutual Life, and 
later became assistant general agent at 
Albany. From 1926 to 1928 he served as 

(CONTINUED ON PAGE 11) 








had run its course. 
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Independence Square 








THE UNOPENED LETTER 


Slowly dying of cancer. He met the underwriter on the 
street, and angrily complained, “I have been paying premiums 
for 14 years, and now because I didn’t pay my premium due 
last January, my policy is blown up.” The underwriter knew 
better, of course, but he said, “I will drop in the first time I 
am out your way.” When he called, the man brought out the 
policy, together with an unopened letter from the General 
Agency, postmarked in January. Asked why he hadn’t read 
it, he answered, ‘“What’s the use? It’s only another notice for 
more money!” The underwriter read it to him:—“Owing to 
the fact that your premium due in January was not paid, and 
the grace period has expired, the policy will continue as ex- 
tended insurance, kept automatically in force for the full 


amount until 1962, without further premium payments.” 


A Life policy. If a Term, there could have been no 24- 
years’ extension, ending in 1962. And the wife would be 


without a dollar of life insurance protection when the affliction 


THE PENN MUTUAL LIFE INSURANCE CO. 
‘Wa. H. Kincstey, President 
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PHILADELPHIA 

















Lincoln National 
Convention High 
Lights are Given 





Many Excellent Points 
Were Made by Speakers at 
Mackinac Rally 





MACKINAC ISLAND, MICH.— 
The eastern regional convention of the 
Lincoln National Life was held here this 
week. 

Company progress was reviewed by 
A. L. Dern, vice president and director 
of agencies. He announced the drive 
for a billion dollars of insurance in force 
and stated that there was less than 
$24,000,000 to go before the billion mark 
was reached. He appealed to all men 
to put forth extra effort so that if pos- 
sible, the company could announce its 
billion in force on Sept. 23, as it was 
on that day, 33 years ago, that President 
Arthur F. Hall issued its first policy. 


Higher Production Per Agent 


Mr. Dern pointed out that during the 
past year, there was a reduction of about 
15 percent in the number of agents con- 
tracts terminated, and an increase of 
approximately 15 percent in number of 
new agents employed. 

“These statistics,” he said, “are not 
nearly as interesting to me as is the 
information that the average production 
per producer is 9.3 percent greater in 
1937 than it was in 1936. Furthermore, 
the average production per producer 
during the first four months is even 
more encouraging. It is 16.3 percent 
greater than it was for the same period 
a year ago.” 


Form New Agents Club 


Mr. Dern also commented on the 
large number of club members qualified 
for the convention this year, and an- 
nounced the establishment of a new pro- 
duction club—the Half Million Club. 
He also congratulated the men on their 
increase in average sized policy. Each 
year since 1934, the average sized policy 
has shown a noticeable increase. 

In closing Mr. Dern said: “Take con- 
ditions as they are and quit worrying 
about the future. Don’t take life too 
seriously; you will never get out of it 
alive anyway. Why consume energy 
worrying about something that may 
never happen when by forgetting the 
future in so far as better times to come 
are concerned and by working in the 
living present you can advance yourself 
and at the same time improve the lot 
of your fellow man.” 


McAndless Gave a Talk 


Executive Vice President, A. J. Mc- 
Andless discussed the subject, “Current 
Problems and the Outlook for our Busi- 
ness,” and touched upon legislative and 
investment trends current in life insur- 
ance. Summing up, Mr. McAndles said: 
“The laws regulating life insurance are 
based upon a theory that the business 
is colored with a public interest. It is 
not enough for us to conduct our busi- 
ness along lines we deem wisest from 
the point of view of the policyowner, 
but we must take these policyowners 
and the public in general more into our 
confidence. Other than the life insur- 
ance business, there is perhaps no busi- 
ness in America with respect to which 
the knowledge of customers is so small 
in proportion to the amount which they 
have invested. To be sure,” Mr. McAnd- 
less concluded, “the business is com- 
plicated. But—this is no reason why we 
should not try wholeheartedly to ex- 
plain its workings to the public in simple 
language.” 

(CONTINUED ON PAGE 10) 
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Six Months Figures Reported 
















New Paid New Paid Inc. or Dec. Ine. or Dec. 
Business Business Insurance Insurance 
1st Six Mos. ist Six Mos. in Force in Force 
1937 1938 1937 
Acacia Mutual Life............. $18,353,799 $20,089,114 +$ 4,529,176 + $ 9,086,927 
DESMSIEID BALO bcm enue 0 0.0 00 os 4,807,283 5,778,173 —1,595,208 +904,834 
Bankers National Life.......... 7,862,847 8,677,901 +1,724,583 —4,265,090 
BOPMBMITe TAT ok. sc oso ee os 0 ove 6,907,505 8,725,684 —531,728 +1,189,960 
Business Men’s Assurance...... 9,504,280 10,750,394 + 867,724 + 3,193,176 
California-Western States ...... 8,447,205 9,387,294 —500,000 —292,429 
Confederation Lifet ........... 25,945,889 23,889,767 +7,145,267 +6,441,200 
Conh, Mutual LATe. 2s... ose es 45,475,692 51,194,444 +14,006,344 +23, ° 66 
Continental American ......... 9,448,495 8,651,199 +1,966,299 +2,154,652 
Continental Assurance ......... 21,224,347 26,076,372 + 1,266,261 +10,153,229 
CODWD. TBEG igor s 80:05. < + «10:0 059" 17,807,984 17,259,737 +5,482,980 + 6,950,265 
WOUTOKA“MAryiIANad ....6ccrecreece 11,031,924 12,882,308 +562,894 +2,887,20 
Fidelity Mutual Life........... 11,457,149 14,560,396 —1,369,828 + 2,335,734 
FRNA, BAEC iio .:0,0 0:0; 0 0:00:86 0:0:9:9'0 8,185,160 9,803,795 —982,785 +114,411 
Great Southern Life............ 21,520,000 22,565,914 + 4,125,000 + 4,569,895 
Guarantee Mutual Life......... 9,823,530 11,889,993 +1,129,512 +3,900,057 
Home Beneficial, Va. (Ord.)..... 3,247,054* 2,991,400 +1,023,554 +1,200,900 
Home Beneficial, Va. (Ind.)..... 42,338,284* 35,361,174 +4,721,178 + 4,656,480 
Bmignts LAfe COPD.) .005:0000000 1,393,826 1,989,450 —205,898 +931,950 
Knights Life (Ind.)...... 12,878,857 11,841,437 24 + 4,388,394 
LOnGON Life ..ccccrscoees 45,100,00 43,936,042 +17,000,000 +19,150,322 
Manhattan Life ......... 4,423,680 4,855,70 + 221,009 + 2,016,933 
Manufacturers Life, Can.. 27,182,586 29,860,978 + 7,817,555 + 14,405,263 
Mass. Protective Life..... 1,991,861 2,430,353 +360,743 +995,798 
Paul Revere Life...... 3,644,219 3,322,055 +1,110,701 +1,459,701 
Midland Life ......... ets ae tT beet] ties 
2 ife. 120,5 -83,75 . —30, 
ee Matenl Lite. site 18,852,000 16,463,000 +5,754,000 +5,216,000 
Monarch Life .......... 1,785,113 1,804,719 654,250 + 1,048,513 
eaueeanes bike-ckea:s oF oeeee) guigsuecs «= Lastisiz © Lasee.aaa 
} al Life (Ind.).. . , , 2, iy _ ’ ’ . 
rereh Lanertthn Lite, ae canes om 13,427,756 13,264,615 +5,826,297 Titerees 
Northwestern National Life.... 28,907,674 31,674,219 360,378 + 9,230,723 
Northwestern Mutual Life...... 132,537,427 + 3,790,947 + 41,733,498 
Mutual Benefit Life —s 65,685,068 —3,671,047 +10,675,184 
Occidental Life, Cal............. 40,364,803 +16,778,369 +19,176,931 
Pan-American Life 14,252,667 +1,976, 5 + 3,385,731 
Phoenix Mutual Life 37,399,862 + 5,763,285 ier it 
Prombyterian Aipiniere wond-"” SOULE, Aabuase | haness hte 
> Stee OR a xo 20 pro. 0'4,' ,946, ’ ’ ’ ’ ’ , 
peguident Maven tite, Pa ggaaeary gpeeuy tenes eae 
SO Joba ts bbiawsbine ate ,161,9 ; 3 ,214, 438, 
gre Mutual BALC os cis 0 wow» 474,400 794,914 —204,085 +174,061 
SEG: EI, LALO s.2 5 200 00:0 0 910 00.0.0 Servers eee Mae ost4 +4,128,053 
3 NSS AS ares 157, ; (. fiers 
eh Macy 5 He ioe vaeeee 22,547,403 22,555,838 + 8,866,103 + 8,098,096 
“SES eae Raa ypagaae basbeee | aera Chee 
, OS SPPPrrrr re 18, z ’ ’ ’ ’ ’ ’ 
Southeastern Lite SAS 5,700,284 7,259,642 + 424,631 + 3,389,202 
Sun EAGO, BOG... ci voccccccesceces 11,870,000 11,832,000 + 1,825,000 + 3,828,000 
Teachers Ins. & Annuity........ ett retry tt ame st ett Tete 000 
PE TS Bee Sere 3, , 470, ’ , ’ 
United Vite & Ys A ere, ocd 27114437 —-2,059,617 4+ 443,142 +510,052 
Virginia Life & Casualty....... 2,810,000 3,062,600 + 373,457 + 332,836 
: 2,309,004 3,044,454 —69,032 +1,224,893 


Wisconsin National Life......-. 


+Figures include ordinary, group, rei nsurance and revivals but not increases. 


*Written business. 
tIncludes group. | 
§Excludes group insurance. 








Agents Guests of Company 

Ten stars of the Pacific Mutual Life 
“Big Tree Club” were guests of the 
company at the home office. President 
A. N. Kemp and Asa V. Call, executive 
vice-president, were official hosts taking 
the agents to Catalina Island on their 
yachts for two-days recreation. A fea- 
ture was a trip through the home office 
to familiarize the agents with the routine 
of policy issuance. The guests were: 





Dr. and Mrs. J. B. Wachtel, Oklahoma 
City; Mr. and Mrs. R. A. Brown, Los 
Angeles; Mr. and Mrs. I. M. Alexander, 
Corpus Christi, Tex.; Mr. and Mrs. Wal- 
lace Champlain, Cincinnati; C. L. Find- 
ler, Oklahoma City; A. L. Goller, Hous- 
ton; L. C. Haas, Cleveland; C. P. Hoch- 
stadter, Cincinnati; Mr. and Mrs. R. E. 
Denman, Cincinnati, and Mr. and Mrs. 
Erick Gebsen whose home is in Lake 
Charles, La. 





Conventions 





July 22—North Central Round Table 
Life Advertisers Association, Palmer 
House, Chicago. 

July 25-27—Insurance Law _ Section, 
American Bar Association, Statler Hotel, 
Cleveland. 

Aug. 1-2—Federation of Insurance 
Counsel, Grand Hotel, Mackinac Island, 
Mich. 

Aug. 22-25—National Fraternal Con- 
gress, annual meeting, Toronto, Can. 

Aug. 31-Sept. 3—International Associa- 
tion of Insurance Counsel, Grand Hotel, 
Mackinac Island. 

Aug. 22-25—Association of Superin- 
tendents of Insurance of the Provinces 
of Canada, Empress Hotel, Victoria, B. C. 

Sept. 12-14—International Claim Assn., 
White Sulphur Springs, W. Va. 

Sept. 12-13—-Insurance Advertising 
Conference, Oyster Harbor, Mass. 

Sept. 19-23— National Association of 
Life Underwriters, Rice Hotel, Houston, 
Tex. 

Sept. 26-29.—Life Office Management 
Association, Mt. Royal Hotel, Montreal. 

Oct. 5-7—Joint meeting Actuarial So- 
ciety of America and American Institute 
rs Actuaries, Waldorf-Astoria, New York 


ity. 

Oct. 10-183—American Life Convention 
annual meeting, Edgewater Beach Hotel, 
Chicago. 

Oct, 20-21—Association of Life Insur- 
ance Medical Directors, New York City. 

Nov. 1-3—Association of Life Agency 
Officers, Edgewater Beach Hotel, Chicago. 

Nov. 14-16—Life Advertisers Associa- 
tion, Traymore Hotel, Atlantic City. 

Dec, 5-7—National Association of In- 
surance Commissioners, Fort Des Moines 
Hotel, Des Moines, Ia, 








Metropolitan Discharges 
Four Men in Swindle 





NEW YORK—The swindling of 
nearly 100 Metropolitan Life policyhold- 
ers in the Rockaway section of Long 
Island, N. Y., was revealed this week 
by arrest of three former agents and a 
former assistant manager. The com- 
pany dischared the men and made good 
the loss to policyholders, aggregating 
about $7,300, as soon as it discovered the 
situation. 

The four men are accused of getting 
lapsed policies from policyholders who 
thought they had no value and then sur- 
rendering the contracts through use of 
forged signatures. 

They are also charged with having 
obtained surrender values for policyhold- 
ers, representing the amounts to be less 
than they actually were, and pocketing 
the difference. 





The Sam C. Pearson agency of the 
Northwestern Mutual Life in Kansas 
City has moved from the Fairfax to the 
R. A. Long building. 





LINCOLN NATIONAL LIFE SPEAKERS 








ARTHUR F. HALL 
President 


A. J. McANDLESS 
Executive Vice-president 


A. L. DERN 
Vice-president-Agency Head 





See Little Cause 

for Alarm in U. S. 

Insurance Quiz 
Assurance Given That In. 


vestigation of Investment 
Policy No Smear Campaign 





NEW YORK—Now that the long- 
heralded administration - Congressional 
monopoly investigation has actually got 
under way, life men are wondering what 
tack will be taken in connection with 
insurance. Only the investment side of 
insurance comes within the scope of the 
inquiry. Powers are so broad that there 
is no definite indication of the course of 
the investigation. 


General Objective 


If the investigation sticks to the lines 
announced by Senator O’Mahoney of 
Wyoming, acting as spokesman for the 
Congressional representatives and ad- 
ministrative agency representative on 
the investigating committee, there is ap- 
parently little danger of activities of a 
disturbing type. The SEC is to have 
charge of investigating the investments 
of insurance companies as they relate to 
their use as an instrument of economic 
power. This rather general objective, as 
part of a monopoly investigation, might 
logically be taken to mean that the gov- 
ernment wishes to ascertain whether in- 
surance companies, because of their con- 
trol of vast amounts of assets, are tend- 
ing to foster monopolistic activities. 


Companies Large Investors 


The reason for including insurance 
companies in the monopoly investiga- 
tion appears to be based solely on the 
fact that’ they are extremely large in- 
vestors, as a group and, in many cases, 
individually. However, since the invest- 
ments of insurance companies, particu- 
larly in the life field, are mainly in liens 
rather than equities, it is difficult to con- 
ceive of insurance companies exercising 


the close control that is generally 
thought of in connection with the term 
monopoly. 


Several reasons appear for not taking 
an alarmist view of the coming investi- 
gation. First, insurance investments, 
because of detailed reports to insurance 
departments, have long been an open 
book and if there were anything to criti- 
cise it probably would have been aired 
before this time. Second, the SEC has 
consistently pursued a constructive pol- 
icy and shown a reasonable attitude. It 
has not sought to make mountains out 
of molehills merely to glorify itself. 
Furthermore, the SEC is going about its 
work with thoroughness and has already 
created a new division known as the 
monopoly study, under the direction of 
T. C. Blaisdell. 


No Punitive Policy 


Third, there is the assurance of Sena- 
tor O’Mahoney that not only would no 
punitive policy be pursued in conducting 
the investigation but that he would re- 


gret any such impression getting 
around, since this in itself would be 
harmful. 


“This is going to be an objective study 
to be approached from a broad economic 
front,” said Senator O’Mahoney follow- 
ing the conference of Congressional and 
administrative representatives. “There 
was complete unanimity and harmony. 
The purpose of this committee is not to 
pillory any industry or group, but to 
draw a broad picture of how an Ameri- 
can industry operates.” 

The SEC will also study investment 
banking, with a view, it is. understood, 
to determining whether there is any sig- 
nificance in the so-called centralization 
of capital, and the corporate finance sit- 





july 


— 


‘uatio 
yestt 
Th 
inary 
gove 
will 
said. 
will 
it to 
publ 
In 
men 
trial 
indu 
will 
dist 
tion 
part 
trac 
mer 
of « 























Ss. 





» 1938 









July 15, 1938 





uation, including holding companies, in- 
yestment trusts, and voting trusts. 

The monopoly investigation’s prelim- 
inary work will be split up among six 
government agencies. Public hearings 
will begin next September, O’ Mahoney 
said. In the meantime, the six agencies 
will work up their evidence and present 
it to the investigators in advance of the 
public hearings. 

In addition to the SEC, the Depart- 
ment of Justice will investigate indus- 
trial combinations and price policies of 
industries; the federal trade commission 
will go into problems of production and 
distribution and any existing combina- 
tions in industry. The Treasury De- 
partment will take up government con- 
tracts, especially in rubber, steel and ce- 
ment and also conduct a broad research 
of anti-trust laws in the United States 
and in Great Britain. 


Economic Review of Industry 


The Department of Commerce will in- 
stitute an economic review based on the 
size of various industrial groups. Files 
of the bureau of foreign and domestic 
commerce and the census bureau will be 
used in these studies. The Department 
of Labor will investigate the effect of 
combinations on labor, unemployment 
and living conditions in general. 

The Congressional representatives 
who attended the meeting in addition to 
Senator O’Mahoney, included Senator 


King of Utah, Representatives Sumners 
of Texas, Reece of Tennessee and 
Eicher of Iowa. Senator Borah of 


Idaho did not attend, because of illness. 

Representing the administrative agen- 
cies at the meeting, were W. O. Doug- 
las, chairman of the SEC, and Commis- 
sioner J. N. Frank; Herman Oliphant, 
general counsel of the treasury; Assist- 
ant Attorney-general Thurman W. Arn- 
old, head of the Justice Department's 
anti-trust division; Isidore Lubin, direc- 
tor bureau of labor statistics, Depart- 
ment of Labor; G. S. Ferguson, chair- 
man federal trade commission, and 
Leon Henderson, coordinator for the 
group and economist of the WPA. 
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California a in Ruling 
on Reinsurance Tax 


Companies writing reinsurance in 
California will not have to add to their 
1937 net premiums for assessment the 
tax on adjusted 1935 and 1936 reinsur- 
ance differences, in view of a decision 
last week by the state board of equali- 


zation. Action was based on a recent 
opinion from the attorney-general as 
follows: 


Attorney-general’s Ruling 

“You are advised that it is my opinion 
that under section 14 of article X1II of 
the constitution and section 3664b of the 
political code, upon filing a return show- 
ing that a company paid to another ad- 
mitted company for reinsurance certain 
amounts, the amount so paid constitutes 
a legal deduction from the gross pre- 
miums of the insurer so reporting. As 
to such reporting company, the only in- 
stance where subsequent adjustments 
can be made, so as to charge back to 
such company any part of the reinsur- 
ance premiums previously reported as 
ceded to another admitted company, is 
where it is found that such was not the 
fact. 

“Neither your board nor the insurance 








N. Y. Code Hearing Set 
for July 22 at Albany 





>ANY iw ‘ 
ALB ANY, N. Y. — Assemblyman 
Piper, chairman of the joint legislative 
committee on insurance law revision, 


has announced that there will be a pub- 


Missouri Department Tells 
Ordinary Results i in 1937 


JEFFERSON ( ITY, MO.-—Life in- 
surance companies operating in Mis 
souri collected $64,999,512 premiums on 


| ordinary life policies in Missouri in 
1937, a study by the Missouri depart- 
ment shows. Losses and claims settled 


lic hearing on the insurance law revision | 


at 10:30, ‘July 22, in the state capitol. 
Chis hearing will not cover the law 
affecting industrial insurance, 


| amounted to 


since there | 


will be special hearings on industrial be- | 


ginning probably in September. An ex- 
tensive questionnaire has been prepared 
by the committee and it was thought the 
list of questions in their final form 
would be sent out shortly to the com- 


panies doing an industrial business in 
New York state. Replies to the ques- 
tionnaire will serve as a basis for the 


hearings. 


commissioner has authority, however, to 
charge back to such ceding company the 
reinsurance premiums previously _ re- 
ported by it because of the failure of the 
reinsuring company to include the same 
in its report to the insurance commis- 
sioner and by him reported to you.” 


$17,828,649, 

‘The number of policies in force at the 
close of the year was 1,062,179 for $2,- 
169,294,936 compared with 1,039,512 for 
$2,113,219,818 at the end of 1936. New 
business was $234,922,507 and termina- 
tions $178,946,889. 


Group life insurance showed $4,143,- 
928 premiums collected and $2,663,500 
losses and claims paid. At the close of 


1937 there were 4,835 group policies for 


$354,623,003, as against 4,953 policies for 
$323,709,942 on Dec. 31, 1936, New 
group business in 1937 amounted to 
$110,882,172 and terminations to $79, 


969,111. 

Stipulated premium 
censed in Missouri collected 
premiums and paid $531,721.77 claims in 
1937. Their group imsurance showed 
$45,708.72 premiums collected and $34,- 
claims paid. 


companies — li- 


$1,222,536 
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Slight Increases in Interest Earned 


when he died. The policy however, had 
been lost and claim was not made ‘until 
August, 1937 when it was found. The 
company agreed to pay same from date 
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In 1937, the 50 leading life companies 
earned a slightly higher interest rate 
than in 1936, actual figures being 3.935 
percent as compared to 3.916 percent in 
1936. 

First indications that the low point 
had about been reached appeared in 1936 
when the rate dropped from 3.986 to 
3.916 percent, or a decline of only 0.07 
percent. The increase in 1937, while 
small, 0.019 percent, probably indicates 
that the low point has been passed even 
though no immediate rise in the earning 
rate may be expected. The present rate 


is, however, more than sufficient to 
maintain reserves, 
Should the companies experiences 


“better times” and show a gradual in- 
crease in their earnings, it will be in- 
teresting to discover whether the New 
York law governing the interest rate on 
policy loans will have any material effect. 
As the law is not retroactive, it will be 
a number of years before this statute 
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will have any great effect on a country- 
wide basis. 

Contrary to the general idea, the high- 
est rate earned was in 1923, when the 
average was 5.55 percent. From that 
high it gradually decreased to 5.169 per- 
cent in 1926 and then fluctuated around 

5.25 percent until 1929. Since then it 
sekilliy declined to 3.96 percent in 1936. 
The greatest drop appeared in 1932, 
from 5.004 percent in 1931 to 4.654 per- 
cent for 1932. 

With the continued low earning rate, 
it is improbable that many companies 
will increase their dividend scales in 
1939. On the other hand, there should 
be no further reductions except in a few 
isolated cases. The low rate indicated 
in the graph was a decisive factor in the 
recent general rise in annuity rates. 

In the calculations, funds not at inter- 
est have been eliminated so that a 
slightly higher interest rate than shown 
in the gain and loss exhibit is found. 


of notice but not for the earlier period. 
It was ordered to pay $5,597 and costs. 


Hill Agency June Leader 


The California agency of the State 
Life of Indiana under A. J. Hill again 
led all other agencies of the company for 
production in June, volume showing 30 
percent gain over June, 1937. 








Balloon Bursting Contest 


NEWARK—The A. F. Gillis agency 
in this city of the Provident Mutual Life, 
started a “balloon bursting production 
contest” to end Aug. 30. Each agent has 
three balloons hanging over his desk, 
one to be broken for an application up 
to $4,999, two from $5,000 to $9,999 and 
three, over $100,000. In each balloon 
there is a slip of paper redeemable for a 
necktie or having his fortune told. 





Material Misstatements Ruling 


Material misstatements in application 
for life insurance void a policy, even 
though the policy issued is not on the 
basis as the one originally applied for, 
the Michigan supreme court has ruled in 
Metropolitan Life vs. Joseph Jankow- 
ski. The high court reversed a lower 
court ruling which held that because 
the original application was not attached 
to the policy as finally issued, no fraud 
was proven sufficient to void the con- 
tract. 


Omaha Men Elected 


OMAHA—Amos Thomas, attorney 
and president of the National Progres- 
sive Life, is elected chairman of the 
chamber of commerce insurance division. 
E. E. Elliot, secretary-treasurer of the 
Physicians Casualty, was elected vice- 
chairman. 








Missouri State Unit 
Supports St. Louis Bid 








Gordian Knot Drive Staged 
by Fidelity Mutual Life 


The Fidelity Mutual Life has inaugu- 
rated a seven week summer campaign 
by creating the “August Order of the 
Gordian Knot.” Traditionally symbolic 
of the difficulties to be overcome, the 
qualifications for the order presuppose 
the cutting of the knot of difficult sum- 
mer selling. 

The contest is further symbolized by 
the numerals 7-11-77, which refer in se- 
quence to the seven weeks of the cam- 
paign, the eleventh day of July on which 
it starts, and the 77 members to be 
selected. The contest is on a paid basis 
and a mystery award for the winners is 
to be a feature of the convention of the 
Leader’s Club in September. 


Asheville, N. C., Appointments 
ASHEVILLE, N. C.—J. P. Leeper 
has been named manager of the new 
Asheville branch office of the Security 
Life & Trust of Winston-Salem, and 
Jack Alexander and H. P. Brown as spe- 
cial agents operating out of the office. 


Buchanan Writes App a 
Day for 38 Months 


E. L. Buchanan of the A. J. Hill 
agency, State Life of Indiana, at Vallejo. 
Cal., is continuing his 38 months’ record 
of better than an “app-a-day” which he 
commenced Joining the agency on a full 
time basis in May, 1935, and has con- 
sisfently maintained ever since. He led 
the entire field force of the company in 
personal production during January, 
February, April and June, as well as for 
a number of months during the three 











Edward A. Woods Co. Holds 
Its Educational Roundup 





The week of July 4 the Edward A. 
Woods Company of Pittsburgh had its 
39th annual educational conference at 
Ocean City, N. J. The $100,000 Round 
Table Dinner” was held. This is said 
to be the first time in the history of 
life insurance that an agency has formed 
such a group of high producers, each of 
whom has met these rigid qualifications: 
$100,000 of paid business, $3,200 of de- 
posits, and 12 new cases in the first six 
months of the year. 

M. Lee Alberts, million dollar produ- 
cer from the Chicago office of: the 
Equitable Society, delivered the main 
address. Howard O’Malley of the 
Equitable home office supervised the 
program. 

In addition to the regular qualified 
members of the $100,000 round table 
group, present at the dinner, were 
Vance Bushnell, vice-president Equit- 
able Society; C. B. Metzger, Equitable 
manager, Buffalo, formerly superinten- 
dent of the Woods Agency, and the 
Woods company’s officers and staff. 
The agency leaders for the first six 
months include: William M. Duff, G. 
F. Gardner, G. Hertrick, B. I. Herman, 
L. A. Spencer, H. D. Smith, M. B. Co- 
hill, M. J. Donnelly. 


Disability Case Decided 

Even though notice of disability was 
filed six and one-half years after com- 
mencement of disability a life company 
must pay benefits as of the earliest date 
they would have been otherwise pay- 
able, the court of King’s Bench at 
Winnipeg, Man., has ruled in the case of 
Baird vs. Equitable Society. C. H. 








years he has been with the agency. 


Baird became disabled in February, 1931, 





SAM T. UTZ 


Sam T. Utz, Penn Mutual, St. Jo- 
seph, Mo., has been appointed chairman 
of an important new committee of the 
Missouri Association of Life Underwrit- 
ers that will coordinate in that associa- 
tion the power of the Missouri field or- 
ganization. The committee consists of 
past state presidents. Its efforts are 
expected to fortify the bid of St. Louis 
for the 1939 convention of the National 
Association of Life Underwriters. 

The Louis delegation intends to em- 
phasize the strength of the state organ- 
ization in making its bid at the Hous- 
ton convention in September. Presi- 
dent J. G. Callahan of the state associa- 
tion reports that membership now totals 
1,151 and that there are 10 active local 
associations in the state, seven of which 
exceeded their 1937 membership by 





and continued so until February, 1938, 


‘June 30. 





Given Prominent 
Post on Committee 





EMMETT RUSSELL 


Emmett Russell, Jr., Life & Casualty 
of Nashville, has been elected to the Life 
Advertisers Association’s executive com- 
mittee to fill out the unexpired term of 
G. Richards, who recently left the 
Atlantic Life to join the Livermore & 
Knight Advertising Agency, Providence, 

. Mr. Russell has been active in 
Life Advertisers Association affairs and 
was chairman of the Southern Round 
Table for 1937-38 which recently met at 
Asheville, N. C. Mr. Russell is also 
chairman of the standards of practice 
committee. 








Kaupe and Goepel in Charge 

The management of Tom Hogan, Inc., 
general agency at 90 John street, New 
York City of the United States Life, 
has been assumed by A. F. Kaupe and 
R. A. Goepel, upon the resignation of 
L. M. Neikrug, formerly agency man- 
ager. Messrs. Kaupe and Goepel, until 
now associate manager and supervisor 
of new men for the agency, respectively, 
were former schoolmates and football 
teammates at Horace Mann School in 
New York City. 





Louisiana Bill Is Signed 

Governor Leche of Louisiana has 
signed a bill passed by the recent ses- 
sion of the legislature regulating the or- 
ganization and administration of life in- 
surance companies. 








PERSONALS 




















O. G. Wilson, general agent in Omaha 
for the Bankers Life of Des Moines, 
died of a gastric hemorrhage at Spencer, 
Ia. He had been vacationing at Lake 
Okoboji. He had been established in 
Omaha since 1924. He has been active 
in the chamber of commerce and in 1934 
was chairman of the insurance com- 
mittee. 





F. E. Bennett, 34, supervisor group 
department, Equitable Society in Bos- 
ton, died following a long illness. He 
was a native of Boston and a Dartmouth 


‘graduate. 





Emil J. Dahlman of the Buffalo 
Agency of the Provident Mutual Life 
celebrated his 20th anniversary with 
that agency. A luncheon at East Au- 
rora was given by agency members in 
honor of Mr. and Mrs. Dahlman. : 
F. C. Morss, manager of agencies, 


brought congratulations from the home 


office and was the guest speaker. He 


presented Mr. Dahlman with a portfolio 





of letters of congratulation. 
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SUCCESSFUL INSURANCE WOMAN 





—_ 


PHILADELPHIA—Alice E. Roche 
is one of the best known women in life 
insurance in the country. She has been 
in the national limelight for quite a few 
years, particularly so with her three 
times in a row winning of a trophy for 
direct mail advertising. Of recent years, 
her fame has come from her work with 
ee C.. be W. 

Few people, outside of those inti- 
mately connected with her, realize the 
scope of her work today. The average 
person thinks of Alice Roche solely in 
connection with direct mail campaigns. 
Yet, the originating of mail campaigns 
is only a small part of her work. 


Scope of Miss Roche’s Work 


Miss Roche is manager of the depart- 
ment of sales promotion of the Louis 
F. Paret Agency of the Provident Mu- 
tual Life in Philadelphia. The idea of 
the department is to work with the 
agents from a sales promotional angle. 
This work embraces such subjects as 
propositions, insurance programming, 
surveys, all taxation work and with di- 
rect mail bringing up the rear as a 
sales promotional aid. The Paret agency 
from its very inception has gone in for 
quality men rather than quantity. Its 
aim has been personalization of service 
leaning toward the maximum develop- 
ment of worthwhile men. 

Miss Roche also is secretary of the 
Agency Association and a member of 
the executive committee. This commit- 
tee is composed of Mr. Paret, Miss 
Roche and the two supervisors. It also 
passes on all applicants for the staff of 
agents. One of the principles is that 
each member of this committee person- 
ally write life insurance and each has 
a definite quota to fill monthly. Miss 
Roche always has filled hers. The 
thought behind this rule, as Miss Roche 
phrased it, is that the agency executives 
feel that they will be better able to 
work with and train men if they know 
the problems of the underwriter. 


Active in Organization Work 


It can be readily seen that the ac- 
tivities of Miss Roche in the life insur- 
ance field are many and varied. In her 
office, she is strictly a life insurance per- 
son. But, when the day’s work is ended, 
she is wholly a woman. The hardness, 
elimination of sex and the striving to 
live a man’s life in a man’s way so com- 
mon to many professional women is re- 
freshingly missing from Alice Roche’s 
makeup. She has the likes, desires and 
hopes of the average woman. She has 
long been active in organization work. 
She is publicity chairman of the Phila- 
delphia chapter C. L. U.; a member of 
the Women’s division of the National 
Association of Life Underwriters; pub- 
licity chairman of the Philadelphia chap- 
ter of the Altrusa, an international or- 
ganization of business women, and a 
member of the Philadelphia Club of Ad- 
vertising Women. Last year she was 
chairman of the publicity committee of 
the tenth anniversary of the C. L. U. 
For a number of years she also was 
chairman of the publicity committee of 
the Philadelphia Association of Life Un- 
derwriters. 


Early Business Career 


Among her prize possessions is a 
trophy from “Printer’s Salesmanship.” 
To achieve permanent possession of it, 
she was forced to win for three suc- 
cessive years the contest for the most 
noteworthy work in printed salesmanship 
done in the United States by a woman 
of which direct mail had to be the 
medium. 

Alice Roche entered the life insurance 
field not through any love of the busi- 
ness, nor to any appreciation of its pos- 
sibilities, nor to any real conception of 
the magnitude and the sphere of its so- 
cial work. Rather, she went into it be- 
cause she sought a position in the com- 
mercial world and her early glimpse of 
the insurance business attracted her. 
Her early business career was gained 




















ALICE E. ROCHE 


with the American Academy of So- 
cial and Political Sciences of the Uni- 
versity of Pennsylvania. Then came 
a brief period in the personnel depart- 
ment of the Continental National Bank 
of Chicago. 

This brief glimpse of the interesting 
and broad sphere of activities of the 
commercial world whetted her interest 
and when she returned to Philadelphia 
in 1921, she chose to accept the position 
of secretary to Louis Paret in his Cam- 
den agency rather than accept several 
other good offers in organization work. 
Her duties from the start were more 
than that of a mere secretary. Among 
them was the writing of a weekly 
agency bulletin. As she grasped the 
points of life insurance, she more and 
more visualized the future that the busi- 
ness held not only for men but also for 
women. She early sensed the need for 
what she termed a service bureau which 
would help agents in their prospecting 
and selling. This bureau was started in 
1922 and Miss. Roche was made head of 
the department. 


Women Fitted for Life Insurance 


She feels that life insurance offers the 
opportunity of a splendid career to a 
woman especially in the sales end. How- 
ever, she points out that in recent years 
more and more women have been win- 
ning their spurs both in the actuarial 
and administrative ends of the business. 

“I believe,” she said, “that a woman 
is able to build up a successful life in 
life insurance whether she is a widow or 
unmarried. She is strikingly fitted to 
sell life insurance because she has the 
consciousness of what life insurance 
aims to cover.” 

Miss Roche likes to read and her 
charmingly fitted office is almost filled 
with bookcases and with books on her 
desk. She especially likes works on cur- 
rent subjects such as the arts and 
sciences, peace movements and political 
discussions. Her main hobby is music. 
She plays the piano—just a little bit, 
she says, but those who know her tell 
you that she is quite an accomplished 
pianist. She likes to travel, particularly 
ocean traveling, and she likes to see 
things and visit places that are a little 
out of the ordinary or that have histor- 
ical significance. 

And she likes those things that other 
women like. She loves the theatre, al- 
though she is not particularly fond of 
movies. She simply loves to dance— 
“can’t keep my feet still when the mu- 
sic starts to go”—and she is extremely 
fond of interior decorating. 

This, then, is Alice Ellen Roche, a 
woman who does a man’s job in the 
combined way of a man and a woman. 
Who has built a career for herself in 
life insurance in a new field in a 
woman’s way and who, when the office 
day is over, becomes wholly a woman. 









DEPENDABLE PERFORMANCE 





Congratulations! 


Gain in life insurance in force in 
The Connecticut Mutual amounted 


to $12,376,269 during the first five 


months of the year. 


To the nine representatives who 
have the enviable distinction of still 
having in force each and every one 
of the 495 cases which they have 
written during the past two years; 
and to the other 69 members of the 
President’s Club who secured an 
outstanding production of quality 
business with an unusually low ter- 
mination rate, go the Company’s 
appreciation and congratulations 
for their valuable contribution to- 
ward this gain in insurance in force 


—the true measure of progress. 
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JUDGE BYRON K. ELLIOTT 


Judge Byron K. Elliott, general coun- 
sel, John Hancock, 39, will marry Miss 
Helen Alice Heissler, 33, Friday at the 
chaped of the Fifth Avenue Presbyterian 
Church, New York. Miss Heissler, fol- 
lowing schooling in Chicago, lived in 


St. Louis. She is a member of the 
Junior League. Judge Elliott was for- 
merly manager and general counsel 


American Life Convention. 





The municipal athletic field of Glen 
Ridge, N. J., may be named “Hurrell 
Field” in honor of the late Alfred Hur- 
rell, vice-president and general counsel 
Prudential, who at one time was mayor 
of the town. The suggestion was made 
this week at a meeting of the council. 


N. Y. Proposal Would Delay 
Regulations’ Effective Dates 





ALBANY, N. Y.—Rules and regula- 
tions of the New York department 
would not be effective until filed in the 
office of the department of state, accord- 
ing to a proposal introduced at the New 


York state constitutional convention 
here by the committee on legislative 
powers. The proposal, which was ad- 


vanced to the committee of the whole 
without reference, would add a new Sec- 
tion 10 to Article 4 of the constitution 
to provide that “no rule or regulation 
made by any state department, board, 
bureau, officer, authority or commission, 
except such as relate to the organiza- 
tion or internal management of a state 
department, board, bureau, authority or 
commission shall be effective until it is 
filed in the office of the department of 
state.” The legislature would be di- 
rected to provide by appropriate laws 
for the speedy publication of these rules 
and regulations. 

As far as the insurance department is 
concerned, the inclusion of this proposal 
in the constitution would be merely a 
matter of routine, since it is unlikely 
that the small amount of time involved 
in delaying the effective date of a rule 
or regulation until it could be filed with 
the department of state would ever be an 
important matter. 





John M. Hughes, executive secretary 
Boston Life Underwriters Association 
for the last four years, who resigned to 
become managing director of the New 
York City Life Underwriters Associa- 
tion, was tendered a farewell luncheon 
by officers and the executive committee 
of the Boston Life Insurance & Trust 
Council, of which he also was secretary. 
President S. D. Weissman of the coun- 
cil presided and Lester Von Thurn, 
manager Travelers branch in the John 
C. Paige & Co., office, in behalf of the 
group presented a traveling bag to Mr. 





Hughes. 





ality, experience 





AGENCY ASSISTANT WANTED 


A strong, progressive, middle western 
company has developed its agency ac- 
tivities to the point where an agency 
assistant is needed. This is a real op- 
portunity for a young man who under- 
stands agency costs and the operating 
details of an agency department. The 
applicant must have a sales person- 


agents and general agents, and the 
qualities that will permit him to assume 
greater responsibilities in the future. 


If you are a young man who wanis to 
become an agency executive, this is 
an opening that you should investigate. 
Negotiations will be kept confidential. 


Address H-75 The National Underwriter 


in dealing with 





Equitable of lowa Sets 
Record Honoring Hunter 








R. G. HUNTER 


DES MOINES—The Equitable Life 
of Iowa in June had its best business 
volume since September, 1937, with a 
total paid business, including annuities, 
of $5,206,086. 

Paid production in June was dedicated 
to Robertson G. Hunter, vice-president 
and actuary who in 1938 is completing 
20 years of service. Because Mr. Hun- 
ter is an ardent golfer and a native of 
Scotland, the new business campaign in 
his honor took the form of a golf tour- 
nament. Twenty-eight agencies won at 
both match and medal play, eight won 
at match play alone, and one won at 
medal play. 

A special feature of the campaign was 
the encouragement given to individual 
agents to “shoot birdies” which were 
applications submitted with binding re- 
ceipts detached. A total of 409 agents 
produced 1,086 ‘“birdies’—the greatest 
number of prepaid cases ever to be sub- 
mitted to the company in a_ single 
month. This volume represented more 
than 60 percent of all of the business 
submitted in June which is also a new 
company record. 


Leading Agencies 


The leading agencies on a_paid-for 
basis during June were: Los Angeles, 
R. L. Hoghe, manager; Rice Agency, 
P. B. Rise, general agent; Kansas City, 
H. A. Hedges, general agent; Des 
Moines, Grady V. Fort, general agent; 
and New York City, Hoey & Ellison 
agency. 

G. W. Randall, Los Angeles, led the 
field with a personal paid total of $101,- 
750. R. R. Coudert, New York City, 
ranked second in paid volume with 
$98,500 while C. P. Spahn, Chicago; L. 
J. Beaucage, Portland; E. P. Messinger, 
Detroit; and R. H. Sheldon, Los An- 
geles, each paid for more than $50,000 
of business in June. 

J. R. Higgs, veteran New Ulm, Minn., 
agent whose contract dates back to 
1910, led the field in prepaid cases with 
25. 


Hugh Hart Is Head of 
Anti-Dictator Alliance 


LITTLE ROCK, ARK.—Pledged to 
resist any attempt to undermine demo- 
cratic principles of government, a group 
of Little Rock men and a well known 
educator, have obtained a charter for 
the Anti-Dictatorship Alliance of Amer- 
ica. The incorporation articles said the 
alliance would be authorized to conduct 
a membership campaign, form speakers’ 
bureaus and publish a newspaper. The 
membership fee is $1 and is used to 
finance administration. 

Hugh D. Hart, well known insurance 
man, who returned to Little Rock more 
than a year ago to become associated 
with the Pyramid Life, has resigned his 
position to head the Anti-Dictatorship 

















Blood Donor Dies; Not 
Accidental, Court Holds 





Reversing a lower court decision, the 
United States circuit court of appeals 
for the fourth circuit (Virginia) jy 
American National vs. Belch held tha 
double indemnity benefits are not pay. 
able on account of death caused while 
the assured was furnishing blood for 
transfusion. 

The assured, 34 years of age, submit. 
ted himself for a blood transfusion for 
a child of his. The physician took his 
blood pressure, examined his heart and 
found him to be normal. A needle was 
injected into the vein and before a 
tablespoon of blood had been withdrawn, 
the assured died. The insured was in 


good health, the operation was _ per. 
formed according to the customary 


routine and every act of the 
the insured was voluntary 
tional; nothing unforeseen, unusual or 
accidental occurred in the manner in 
which the operation was performed. 
In view of the fact that no statute or 
decision of Virginia bears upon the ques- 
tion involved, the higher court decided 
to follow the rule laid down by the U, 
S. Supreme Court in Landress_ ys, 
Phoenix Mutual Life, 291 U. S. 491, and 
since it is clear that death was not pro- 
duced by accidental means as there de- 
fined, the judgment of the lower court 
in favor of the beneficiary is reversed, 


doctor and 
and _inten- 





Home Office Institute to 
Hold Meet in Louisville 


The second annual meeting of the In- 
stitute of Home Office Underwriters will 
be held Nov. 4-5 at the Brown Hotel, 
Louisville. 

L. C. Cortright, vice-president Ken- 
tucky Home Mutual, Louisville, is chair- 
man of the formal papers sessions which 
will open the meeting the morning of 
Nov. 4. W. H. Harrison, actuary Ohio 
National, Cincinnati will preside at the 
clinical case session. D. J. Tribble, Jr. 
chief underwriter, Jefferson Standard, 
Greensboro, is chairman of the ordinary 
round table session and C. L. Groover, 
industrial underwriter Life & Casualty, 
Nashville, will serve as chairman of the 
industrial round table session. Those 
sessions will be conducted simultaneous- 
ly Nov. 5. 

Present Officers 


The institute’s organization meeting in 
Birmingham last November was attended 
by 72 representatives of 45 life companies 
from 16 states. The present officers 
are: Emmett Russell, Jr., Life & Cas- 
ualty, president; Ralph Beeson, Liberty 
National Life, vice-president, and W. R. 
Jones, Provident Life & Accident, sec- 
retary-treasurer. The other members of 
the executive committee are: M. S. Nie- 
haus, Gulf Life; L. C. Cortright, Ken- 
tucky Home Mutual; C. F. Egdorf, Pro- 
tective Life; W. K. Fritz, Lamar Life, 
and M. M. Blair, Atlantic Life. 








Wulfekoetter Wins Contest 


B. H. Wulfekoetter, Massachusetts 
Mutual, Cincinnati, was honored in hav- 
ing his paper “Motivation Through 
Taxation” selected as the best in a na- 
tional contest sponsored by the national 
chapter C. L. U. The paper was judged 
to be the best given on programs of 
local C. L. U. chapters in 1937, From 
time to time an outstanding paper 1s 
selected by the national chapter and 
reproduced in booklet form. This year 
President Kellogg’ Van Winkle of the 
national chapter, Los Angeles, an- 
nounced that the next publication 
would be chosen in a national contest. 
Mr. Wulfekoetter has been an out- 
standing personal producer many years 
and is a life member of the Million Dol- 
lar Round Table. Papers were judged 


from the standpoint of general utility 
to the man in the field. The booklets 
are printed in lots of 5,000 and are dis- 
tributed to C. L. U.’s and the general 





Alliance. 


public. 





or 


eam &® “eno lt wos }S 














15, 1933 


——: 


ion, the 
appeals 
Nia) in 
eld that 
Ot pay. 
d while 
0d for 


submit. 
ion for 
90k his 
art and 
lle was 
fore a 
drawn, 
Was in 
S per- 
tomary 
Or and 
inten- 
ual or 
ner in 
dd. 
‘ute or 
> ques- 
ecided 
the U, 
iS VS, 
1, and 
it pro- 
re de- 
court 
rsed. 


e In- 
S will 
{otel, 


Ken- 
‘hair- 
vhich 












July 15, 1938 


LIFE INSURANCE EDITION 








—— 





== 


~ RECORDS 


National Life, Vt—New paid business 
for June exceeded that of June, 1937, 
by $178,789, a 4.61 percent increase. The 
paid new business of the first six months 
lacks 7.25 percent of equalling the fine 
business of the first half of 1937. The 











} company has made a substantial gain in 


insurance in force in the past six months. 


Aetna Life—The Gordon H. Camp- 
bell general agency at Little Rock, Ark., 
ranked first in new production in the 
first six months of 1938. It is the first 
top place award by the Campbell agency, 
which has frequently finished among the 
company’s first four. 

Illinois Bankers Life — June was an- 
other record-breaker in production both 
in life and accident and health. New 
life business increased 24.5 percent over 
last year, and for the first six months 
it was 35.7 percent ahead of a year ago. 
This made the 10th successive month 
of gains over the previous year. June 
sales were the largest of any month in 
its history with the sole exception of 
March this year. Accident and health 
production in June was the largest of 
any month in the 24 years history of 
that department. Commercial sales the 
first six months ran 55 percent ahead of 
a year ago. 

Business Men’s Assurance—June pro- 
duction was ahead 1.1 percent. Seven 
branch offices also showed a gain in pro- 
duction while five offices were ahead for 
the first six months. A Championship 
baseball series contest was conducted 
during June. 

Union Central Life field men turned in 
$11,207,315 new business in June with 
$7,412,507 paid. The business was 
divided $5,342,010 life business and $2,- 
070,497 annuities on a paid basis. The 
leader was the Knight agency, New 
York City, with 178 cases for $1,555,509 
new business; the Benson agency, Cin- 
cinnati, was second with 57 cases and 
$456,100; Trueblood agency, southern 
California, third, 18 cases for $348,703, 
and Zischke agency, Chicago, fourth, 53 
cases for $312,534, in June. 


Reliance Mutual Life, Chicago — In- 
creased its business in June, the fifth 
consecutive month of advance. June 
business reached the highest total for 
any month in its history, with 89 percent 
increase over the ‘“President’s Month” 
record in April. H. E. Flanagan, re- 
cently appointed general agent at In- 
dianapolis, led the field in paid for pro- 
duction with 12 applications totaling 
$62,500. 


Protective Life—Llovd Johnson was 
the leading plaver on the winning team 
in the annual “Baseball Contest.” Paid 
business in June exceeded last year and 
Julv is running ahead. 

_Herley Daily, Connecticut Mutual Life, 
Kansas Citv—lune wes the best month 
this year with a fishing contest as 
Stimulation. Each $1,000 of life insur- 
ance ecualed one pound of fish, and a 
prize went to E. C. Wright, Jr.. for the 
largest number of fish, and to Mr. Pearl 
tie for the largest number of pounds. 
fotal volume was $371.811, a 40 percent 
merease, Apvlications increased 100 per- 
cent in numbers, 
ue & Morton, Connecticut Mutual 
scale t. Louis—32 percent gain in paid 

r life insurance in the first six months. 
“un H. Van Sickler. State Mutual 
rs €. St. Louis—13 percent gain in new 
usIness for the first half of 1938. 

Py: Cc, Nelson, Equitable Society, Iowa— 

five-year June record has been re- 
“age With $2,886,000 in insurance writ- 
Se In a testimonial campaign for Mr. 
a ne who is observing his 29th anni- 
vale The $2.886,000 total for June 

pared with the 1937 June total of 
tle R. L. Short, Cedar Rapids, 
owa, was the highest individual pro- 
hie re the month, with $185,000. 
inca oe men aualified for the Blue 
ph club, which requires sales of 

Massachusetts Mutual, I. B. Jackson. 
Cinecinnati—An 18 percent increase in 
volume for the first six months of this 
year is shown, compared to same period 





last year. There is also an increase of 
19 percent in the number of policies sold 
and an 8 percent premium increase. The 
agency reports a gain in the total 
amount of business for the same period 
and a persistency record ahead of last 
year. The agency is in third place in 
increase in volume for all agencies of 
the company for the first six months of 
the year. 


Tri-State Handbook Published 


New Edition of Complete Insurance 
Reference Book for Alabama-Georgia- 


Florida Is Available 











The Underwriters’ Hand-Book cover- 
ing Georgia, Florida and Alabama has 
now been published by THE NATIONAL 
UNDERWRITER. This is a most complete 
reference book on these three states in- 
surance-wise and contains a great deal 
of valuable and interesting data. 

The agency directory department lists 
all the agents under each town together 
with the companies represented as well 
as giving such information as the mem- 
bers of the firm, date established, other 
business transacted, address and other 
pertinent data. 

The compilers find that there are 10,- 
641 licenses issued to agents in Georgia, 
divided: stock fire 5,222, mutual fire 459, 
Lloyds 7, fire reciprocals 13; stock cas- 
ualty 1,465, mutual casualty 163, casu- 
alty reciprocal 1 and life 3,311. This 
was a slight increase in number of li- 
censes over the previous record which 
was in 1936 and the changes occurred 
principally among the stock fire and 
stock casualty agencies, both of which 
showed slight increases. 

The new hand-book gives under each 
town the data as to the local license 
fees, class of the town as to fire protec- 
tion, the county in which it is located, 
population, local companies with officers, 
local organizations with officers, adjust- 
ers located in the town and all the in- 
surance agents in the town with indus- 
trial life insurance data separated from 
fire and casualty data. Anyone desiring 
any information about any town in these 
three states from an insurance stand- 
point can secure a most complete pic- 
ture by turning to the town in the new 
hand-book. 


Company Listing 


A separate section is devoted to the 
companies licensed to operate in the 
state and here are listed all companies 
showing which of the states they oper- 
ate in, the date they were organized, 
the home office address, officers, finan- 
cial statement and local field force. 

The list of field men is cross indexed 
alphabetically for easy reference and 
here is given the local address of the 
field man, his telephone number of both 
office and residence as well as the com- 
panies which he represents. 

The statistical section gives the busi- 
ness of the fire companies for five years 
together with the break down by lines 
of the 1937 business, casualty insurance 
for two years, classified by lines written 
and life insurance for six years showing 
insurance paid for and insurance in 
force. 

Other sections give the list of the 
organizations connected with insurance 
in these states, a record of what com- 
panies write certain special lines in the 
fire and casualty field, a resume of the 
insurance laws of the state, special lists 
of insurance attorneys, adjusters an‘ 
hotels. The Florida solicitors are listed 
in a separate section showing the agen- 
cies which they represent. 

The book totals 568 pages and covers 
all branches of the business—fire, cas- 
ualty and life, stock, mutual and recip- 
rocal. Walter Christensen of Atlanta, 
southern manager of THE NATIONAL 
UNDERWRITER, has devoted much time and 
energy to the preparation of this book. 
Copies are now available and may be 
secured through the Cincinnati office of 
Tue NATIONAL UNDERWRITER, 





Prosvect with accident and health. 
Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 





A SERVICE 
BEYOND 


THe ConTRACT— 


(In which every-day National 
service draws praise in an 
examiner’s report. ) 


Representatives of six states recently 
completed examination of this Company. 


Following is a quotation from their report: 


“A thorough inspection was made of 


the claim files and it was ascertained that 


the company pays all just claims promptly 
and deals fairly with its policyholders and 


their beneficiaries. 


It appears that the 


management of the Company has placed 


special emphasis on the prompt payment 


of claims. 


“The Field Force has also been in- 
structed to make special efforts to search 
out death claims under lapsed policies by 
endeavoring to locate all such policies and 
ascertaining whether or not under the 
Paid-Up or Extended Insurance clause any 


sum is due. 


“This policy of the management is 


highly commendable and from a review of 


the claim record, it appears that this has 


actually been put into effect and that great 


care is taken to see that it is followed 


throughout the field.”’ 
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Lincoln National 
Convention High 
- Lights are Given 


(CONTINUED FROM PAGE 3) 


H. C. Lawrence, general agent of New- 
ark, N. J., spoke on “What the Public 
Expects of the Life Underwriter Today.” 
He pictured the life man meeting four 
different classes of the public, including 
the lowest income group; the family 
man, representing the middle class; the 
employer, representing the proprietor 
group; and the man of wealth. To serve 
this cross-section of the public, Mr. 
Lawrence stated that it was necessary 
to knew more and more about the busi- 
ness of life insurance and the business 
of selling it. Too few men, however, he 
said, have sufficient knowledge to serve 
all portions of the public. “I might say 
the majority of life insurance men know 
very little more today about the selling 
of life insurance than they did after they 
had been in the business for a year,” Mr. 
Lawrence said. “If we are going to be 
entitled to the respect and confidence of 
the public and reap the worth-while re- 
wards, we will have to be prepared to 
give the public what it wants.” 

W. T. Plogsterth, director of field 





service presided at a series of round 
tables on subjects pre-selected from the 
field force. 

Features of one session were speeches 
by leading field men and a stirring ad- 
dress by E. W. Owen, Detroit manager 
of the Sun Life of Canada. 

J. Bon Davis, district agent of Apple- 
ton, Wis., and G. J. Clautice, general 
agent of Baltimore, discussed “Where I 
Have Secured Prospects This Year.” 
Interesting case demonstrations on “My 
Best Approach Today” were given by 
J. L. Mueller, of Fort Wayne, L. E. 
Leedom, Marshall, Minn., and G. E. 
Bennett, of Cleveland. Mr. Bennett out- 
lined a particularly interesting plan of 
approach which involved the use of a 
card which gives the prospect a chance 
to figure his total earnings to date, 
which are usually a sizable sum, and his 
total savings out of those earnings, 
which usually are surprisingly small. 
This plan, said Mr. Bennett, affords an 
excellent bridge to the interview. 

H. W. Jackson, general agent of Bos- 
ton, talked on ‘How to Sell Salary Con- 
tinuance Insurance.” His method in- 
volved the two-call system and he pre- 
sented an actual demonstration of his 
sales talk from a cold canvass stand- 
point. Mr. Owen explained that suc- 
cess in the life insurance business is in 
the form of a key-ring with 13 keys on 
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Retirement Income 
with 
Protection As-You-Go 
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service. . 


HE STATE LIFE of Indiana offers a wide 

range of policies to provide retirement 
incomes. ... Endowment policies maturing 
at various ages, in two to twenty years, and 
at five-year intervals afford individualized 
Comprehensive Installment 
Options and suitable supplementary agree- 
ments enable the State Life Representative 
to serve the exact needs of his clients. .. . 
State Life issues up-to-date policies from 
ages one day to sixty-five years. Many of 
these policies can be merged finally into a 
Retirement Income plan. ... State Life offers 
agency opportunities for those qualified. 
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Indianapolis 
Indiana 


AN OLD-LINE MUTUAL COMPANY FOUNDED 1894 





























it. He discussed each key and the part 
it plays in opening the complicated lock 
of the door to the room of success. 

At the annual banquet Vice president 
Dern installed the club officers from 
eastern territory. They were: H. C. 
Lawrence, general agent, Newark, N. 
J., president Minute-Men Club; Mark 
Abrahams, of Philadelphia, president 
Circuit Rider Club; F. M. Moore, La- 
fayette, Ind. vice president of the 
Emancipator Club; J. L. Mueller, of 
Fort Wayne, vice president Minute-Men 
Club; and F. J. Wood, Chicago, vice 
president of the Circuit Rider Club. L 
F. Richardson, of Texas, was officially 
installed as president of the Emancipa- 
tor Club at the western regional con- 
vention held at Coronado Beach. 

Four new members of the Quarter 
Century Club, honoring men who have 
25 years of unbroken service with the 
Lincoln National Life, were installed. 
These included: S. A. Bardwell, general 
agent, Cleveland; G. F. Lofthouse, gen- 
eral agent, Detroit; J. A. Sandham, gen- 
eral agent, Cass City, Michigan, and M. 
J. Malarney, district agent at Pontiac, 
Mich. 


President Hall’s Address 


The banquet address was delivered by 
Arthur F. Hall, president, who spoke on 
public relations for life companies. The 
close of his talk set forth a code of be- 
havior for field men to aid favorable life 
insurance public relations. Mr. Hall said: 


“To create good public relations 

—you must be of that high calibre 
that consider services rendered to 
your clients more important than 
profits resulting to you. 

—you must be thoroughly informed 
on every detail of your business; all 
it has done, is doing, and will do for 
the people of our country. 

—you must never be satisfied with 
what you know today about the 
business, but seek to know more 
tomorrow. 

—you must be a constructive and good 
citizen. Your community must be 
made better through your activities. 

—True and right principles must gov- 
ern your every thought and action. 

—If your affairs are so conducted and 
the company affairs are properly 
conducted, then our public relations 
will be good. And if the business 
of all the life insurance companies 
are so conducted, the public rela- 
tions of life insurance as a whole 
will be so good that no attack can 
greatly harm it.” 


The meeting concluded with a talk by 
W. W. Scott, general agent of Minne- 
apolis, on “How Our Agency is now 
carrying Out a Successful Budget and 
Work Program.’ A quiz session under 
the direction of V. J. Harrold, general 
agent of Fort Wayne, and a review of 
the most sales tools developed at the 
round tables, was conducted by John 
Burkhart, general agent of Indianapolis. 


A. R. Perkins, Jefferson 
Standard Agency Head, Dies 


GREENSBORO, N. C.—A. R. Per- 
kins, agency manager of Jefferson 
Standard Life, died Monday night in 
Greensboro. He underwent an appen- 
dectomy two weeks ago. Peritonitis 
and other complications caused death. 

Mr. Perkins had been in Jefferson 
Standard service 26 years, starting as 
agent, then holding the position of 
manager Greensboro agency, superin- 
tendent of agencies, assistant agency 
manager, and was elected agency mana- 
ger in 1931. He was actively interested 
in life insurance affairs. He was a mem- 
ber of the 1937 and 1938 life insurance 
week committee. He was 61 years old. 
Funeral services were in Greensboro 
Wednesday. 


Miss Helen M. McCumber, secretary to 
Manager F. W. Fair of the Boston ordin- 
ary agency of the Prudential, was pre- 
sented a diamond bar pin, wrist watch 
and flowers in recognition of 20 years 
of service. 





Honored 





T. J. MOHAN 


T. J. Mohan, vice-president of thi 
Eureka- Maryland Assurance of Balt.® 
more in charge of the agency depart 
ment, is being honored in July on a 
count of his birthday anniversary. A big 
campaign is on. 











Find Finality Service Plan 
Opens Doors For Agents 


Finality Service, Inc., 2210 Park ave- 
nue, Detroit, is offering a service, which 
a number of agents have found to be 
useful in opening the doors of prospects. 

A contract is issued in conjunction 
with a life insurance policy whereunder 
Finality Service undertakes to handle all 
the funeral arrangements of the assured, 
paying the costs and dealing with the 
undertaker, florist, cemetery, etc. In 
addition, if the assured so desires, the 
contract provides for cash to be paid by 
Finality Service to the named _ bene: 
ficiaries. 


Companies Employing Service 


Among the life companies that have 
been employing the Fidelity Service 
proposition are United Benefit Life and 
Life of Detroit. 

At age 35, for instance, United Bene- 
fit Life offers $500 single payment in- 
surance on the Finality Service plan for 
$238.45; five pay $500 at $44.33; 10-pay, 
$24.60; 15-pay, $17.97; 20-pay, $14.67: 
ordinary life, $10.43 and $100 single 
premium, $47.69. 

The policy is assigned to Finality 
Service and that concern retains cus 
tody of the policy. 

The service charge which Finality 
Service collects does not become due of 
payable until all of service duties have 
been performed. 


Silver Anniversary Meeting 
of Ohio Federation to Be Held 


Ohio insurance men have been invited 
to take part in the 25th anniversary 
meeting of the Insurance Federation ° 
Ohio to be held at the Deshler-Wallick 
Hotel, Columbus, July 15. The meeting 
will open with a luncheon at which 
C. M. Smith of Chicago, general counsel 
Lumbermens Mutual Casualty an 
others will talk. In the afternoon there 
will be sectional meetings with the fol- 
lowing people presiding: Life, S. 
Drewry, Cincinnati; fire, B. G. Dawes 
Cincinnati; and casualty, J. R. Millikan. 
Cincinnati. In the evening, Claris 
Adams, president Ohio State Life, will 
speak, following a banquet. Messrs 
Dawes and Millikan are former pres 
dents of the association. 
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Three More Speakers for 
the Houston Convention 





(CONTINUED FROM PAGE 3) 


director of the life insurance training 
course at New York University, follow- 
ing which he was appointed educational 
director for the Penn Mutual Life. In 
1931. he resigned to become superinten- 
dent of agencies for the Connecticut Mu- 
tual Life, and has since been named sec- 
ond vice-president as well. 

He has served as chairman of the sales 
training division of the American Man- 
agement Association and the Life Insur- 
ance Sales Research Bureau. He is a 
past vice-presndent of the Utica Life Un- 
derwriters Association, president of the 
Albany association and secretary-treas- 
urer of the New York state association. 


Harold J. Cummings 


Mr. Cummings received his A. B. and 
M. A. from Quincy College and joined 
the teaching profession as a high school 
principal and college professor before go- 
ing into life insurance. After five years 
of selling he enlisted in the army and 
upou his return from the World War 
went into home office work. He became 
assistant agency manager at the Minne- 
sota Mutual Life home office in 1921, and 
advanced successively to associate man- 
ager of agencies, superintendent of agen- 
cies, and second vice-president, and in 
1930 was elected vice-president and mem- 
ber of the board of trustees. Mr. Cum- 
mings gave an inspiring address at the 
Washington convention in 1929. He has 
been president for two terms of the St. 
Paul Sales Managers Association. 





Bankers Approve Plan 


MINNEAPOLIS — The Minnesota 
Bankers Association has accepted the 
retirement plan proposed by the Con- 
necticut General Life. All member 
banks of the association are eligible to 
use the plan. 








Made a Trustee 








MALCOLM 


Malcolm Adam, Penn Mutual Life’s 
vice-president in charge of underwrit- 
ing, has been elected a trustee of Phila- 
delphia’s Temple University. He grad- 
uated from that institution’s law school, 
with LL.B. in 1919, and in the same 
year was admitted to the Philadelphia 
bar. For several years he was a lec- 
turer at Temple on life insurance law. 
Recently he has served a term as presi- 
dent of the Home Office Life Under- 
writers Association. 


ADAM 








Limit AAA Payments 

Insurance companies owning farms in 
several states will be limited to a total 
of $10,000 soil conservation payments 


Illinois Bankers Life 
Staged Sane 4th Event 


A safe and sane “Old Time Fourth,” 
sponsored for the second year in succes- 
sion by the Illinois Bankers Life for its 
home town, Monmouth, IIl., drew this 
year crowds estimated between 30,000 
and 35,000 people, believed to be the 
largest celebration in Illinois outside of 
Chicago. Except for a parade in the 
business section of the city, the entire 
program was staged in Monmouth’s 
beautiful 210 acre woodland park, and 
the day was given over to old time 
sports, races and contests, ball games, 
etc., with explosives barred outside of 
the fireworks display at night, which was 
donated by the insurance company and 
handled by experts. Not a serious mis- 
hap of any kind occurred throughout the 
day. 

A. T. Sawyer, secretary of the Illinois 
Bankers Life, was the moving spirit in 
the celebration, acting as general chair- 
man of the executive committee of local 
business men who heartily cooperated in 
making it a community affair. The com- 
pany took the lead last year in reviving 
this type of celebration, with such suc- 
cess that another was staged this year 
with even larger crowds, and the proba- 
bility is that it will be made an annual 
affair. The company’s advertising de- 
partment handled the publicity for the 
occasion and a uniformed baseball team 
of the employes participated in the 
sports. 














under the 1939 AAA program, accord- 
ing to a recent interpretation of the law 
by AAA officials. The law specifies that 
payments to corporations owning land 
would be limited to $10,000 in all states. 
Individuals or partnerships owning land 
would be limited to $10,000 in any one 
state. A number of companies have in- 
dicated that they would be forced out 
of the program after this year because 
of the heavy slash in benefit payments. 











Aetna Life Employes 
Given Surplus Plants 





HART FORD—Tucked away in a far 
corner of the 23-acre grounds of the 
Aetna Life here is a little greenhouse 
that is seeing unusual activity around 
4 o'clock these days. A fair sized crowd 
of employes can be seen each afternoon 
waiting in line to enter the house—aneé 
later emerge with a bundle of flowers. 
The reason for the popularity of the 
place is that there is no charge being 
made to them for the plants. That is 
a custom which has been followed since 
the company moved into its new build- 
ing and grounds in 1931. 


Large Surplus Yearly 


The plants, distributed to all employes 
desiring them, are the surplus plants 
grown for the numerous flower beds 
adorning the spacious grounds. They 
are all raised in the greenhouse, but a 
large surplus is available each year be- 
cause an extra quantity is grown. Al- 
though the number of plants given to 
employes varies from year to year, it is 
always in the thousands. 

While _ snap-dragons, French and 
American marigolds, salvias and zinnias 
are among those most in demand, no 
one flower enjoys a distinct popularity 
over the others. 





Manitoba’s Heath to Retire 


Charles Heath, superintendent of in- 
surance of Manitoba, will retire from 
office July 15, having passed the retire- 
ment age. He became superintendent 
June 15, 1918. He had previously been 
in the-insurance business. The Winni- 
per “Free Press” says that no successor 
as been named and it is possible that 
the department will be discontinued and 
the control of the insurance business in 
the province will be placed under the 
Dominion insurance act. 
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(Illustration from the next National advertisement in the 
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COMPANY 


THE STRONGEST PROTECTION IS A PIECE OF PAPER 


The Monitor, built in 1861 and the first successful 
iron clad of the U. S. Navy, was equipped with armor 
plate made by John Flack Winslow, Vermonter. 


The Monitor was believed in its day to be impene- 
trable. Later, men found that, as fast as armor-plate 
is improved, someone invents a more powerful 


weapon to blow it to bits. 


Only one “armor-plate” has stood up through the 
It is not made of iron or 


years against all attacks. 
steel but of paper. 


That sturdy piece of paper, 
policy, is the most dependable form of protection that 


man has been able to devise. 


The National is proud of the part it has played 
for 88 years in furnishing such armorplate for the 


American people. 


HOME OFFICE 
MONTPELIER 


VERMONT 


called a life insurance 








12 








HieNATIONAL UNDERWRITER 


July 15, 1938 











Anti-C. I. O. Agents. 
Win Majority in 
Metropolitan Case 


(CONTINUED FROM PAGE 1) 


Life case along the same lines as the 
company had previously taken in the 
hearings before the labor board, and 
which were outlined in Tue 
NATIONAL UNDERWRITER last week. 
Arguing against the constitution- 
ality of the legislation which set up 
the state labor relations board, Mr. 
Seabury declared that the state labor 
relations act gave the board “despotic 
power” over employers and employes 
and that the only constitutional justifi- 
cation for the introduction of such a 
delegation of power is to be found in 
the Russian constitution. 

Mr. Seabury asked for a reversal of 
the board’s findings on the ground that 
Metropolitan agents are not employes 
within the meaning of the law, that the 
board selected an inappropriate and 
unreasonable bargaining unit, that the 
board’s order violated constitutional 
rights and that the establishment of 
the board by the legislature was uncon- 
stitutional, since the legislature is 
barred from creating a new depart- 
ment, which Mr. Seabury contended the 
board is, even though nominally a part 
of the state labor department. 


B. A. Zorn Speaks for Board 


B. A. Zorn, the labor board’s gen- 
eral counsel, said that contentions sim- 
ilar to Mr. Seabury’s arguments had 


previously been heard in connection with 





the constitutionality of the national 
labor relations act and that the United 
States Supreme Court had upheiu the 
constitutionality of the act. Mr. Zorn 
said that the act does not dictate to 
employers as long as they do _ not 
“trample on the rights of employes.” 
L. B. Boudin, labor attorney, appeared 
for the union. Justice Steuer reserved 
decision. 

In arguing that Metropolitan agents 
are not employes within the meaning of 
the state labor relations act, Mr. Sea- 
bury pointed out that while the national 
labor relations act, which was passed 
before the New York act and on which 
much of the New York act is modeled, 
defines employes broadly as “all em- 
ployes” the New York act significantly 
failed to include this definition which 
would have broadened the definition in 
the older labor laws. This older def- 
inition confines “employes” to manual 
workers, mechanics, and laborers. Mr. 
Seabury called attention to the fact that 
if it had been the legislature’s intention 
that the labor relations act cover all 
employes it would not have been neces- 
sary to include a special definition to 
the effect that the employes of a labor 
unton are to be considered employes un- 
der the law and that the law would also 
cover employes discharged in connection 
with a labor dispute. 


Not An Independent Statute 


Furthermore, said Mr. Seabury, the 
New York state labor relations act was 
not enacted as an independent statute 
but as an amendment to the existing 
labor law. Mr. Seabury contended that 
the omission of the broad definition of 
employe as used in the national act was 
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intentional and deliberate on the part of 
the New York legislature and in support 
of this he observed that the state un- 
employment insurance and minimum 
wage acts both specifically provide 
broader definitions of the term employe. 

Mr. Seabury pointed out that tne 
Metropolitan’s agents are more nearly 
akin to being independent contractors 
than employes. Though the question of 
industrial agents’ status as independent 
contractors rather than employes was 
not brought up before the labor board, 
Mr. Seabury’s mention of it was taken 
by some at the hearing to portend a 
possibie new approach to the problem, 
based on setting up a contractor-and- 
principal relationship rather than that of 
employer-emplovye. 


Attacks Board’s Powers 


Attacking the appropriateness of the 
bargaining unit selected by the board, 
Mr. Seabury declared that the unlimited 
powers conferred upon the board in the 
selection of bargaining units is uncon- 
stitutional since there are no standards 
by which the board must be guided, the 
only criterion being the board’s opinion. 
The bargaining unit may be geographical 
or occupational or on any basis that the 
board decides. Mr. Seabury pointed out 
that under this system bargaining units 
could be gerrymandered so that the 

wishes of the real majority of employes 
could be frustrated. 

Mr. Seabury cited legal precedents in- 
dicating that where legislative power is 
delegated to a board such delegation is 
not constitutional unless definite stand- 
ards are laid down, and declared that 
“the legislature has ‘fixed no policy, es- 
tablished no standards and laid down 
no rule,” but that the board’s power is 
“vague, unrestrained, and unlimited.” 


Determines Representative’s Tenure 


The board is further possessed of des- 
potic powers in that it has the sole 
power of determining how long any rep- 
resentative shall serve as the collective 
bargaining agent, he said. The board 
has sole control over elections and can 
dictate whether another election shall 
be held or not. Furthermore, by oust- 
ing the existing representatives, it can 
force a new election at will. 

“The act is shocking to one having 
a_sense of justice,” said Mr. Seabury. 
“It is utterly without the sanction of 
any section of the state constitution.” 
He declared that no one could view the 
possible consequences of the act” with- 
out envisaging the total collapse of con- 
stitutional guarantees.” 


Contends Board Is Separate 


Saying that the state labor relations 
board is actually a separate department, 
which it is in violation of the legisla- 
ture’s power to establish, Mr. Seabury 
declared that the law’s provision that 
the labor relations board is “created in 
the labor department” does not get 
around the constitutional point. He de- 
clared that it is a question of substance 
and not mere form. He pointed out 
that examination of the labor board’s 
powers and duties show that it is auton- 
omous and is not within or responsible 
to any of the 20 state departments pro- 
vided for in the constitution. He 
termed the attempt to evade the con- 
stitutional ban in this manner a “sharp 
trick.” 


Zorn’s Views on Question 


Mr. Zorn sought to put the burden of 
proof on the Metropolitan in its con- 
tention that the state labor relations 
act applies only to manual workers. He 
objected to excluding workers “just be- 
cause they don’t dig ditches.” He laid 
great stress on the general purposes of 
the labor relations act, saying that it 
had been passed to avert industrial 
strife. 

It will probably be a month. or so 
before Justice Steuer gives his decision. 
The losing side, it is expected,.! will 
appeal, the case probably being, heard 
by the appellate division in |;October 


and then going to the court of appeals 
in January. 
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LILLIAN OLIVER 
Atlanta, Texas 


Mrs. Lillian Oliver, manager for 
Colorado Life at Atlanta, Tex., signed 
her contract May 3, and by the end of 
June she had written $200,000 of life 
insurance in addition to a good volume 
of accident and health. This remarkable 
made by a_ remarkable 
woman. Mrs. Oliver has been in life 
insurance for approximately 20 years 
and the name of Lillian Oliver is 
synonymous with life insurance in east 
Texas. The record is all the more 
notable when one takes into considera- 
tion that in addition to the work she 
has done in her chosen field, she has not 
neglected her duties as a mother and 
home maker. 

Mrs. Oliver is very active in the social 
and business life in her section of the 
state. She is a member of the country 
club and is interested in various busi- 
ness enterprises, but insurance is her 
main line and she thoroughly enjoys 
her work. 

During her two months’ campaign, 
the largest case written by Mrs. Oliver 
was $25,000 and the smallest case $1,000. 
Her average size policy over the entire 
period is a little less than $5,000. 


MRS. 








Massachusetts Savings Bank 


Life Actuary Aiding N. Y. 


ALBANY, N. Y.—Carl Vietor of the 
actuarial staff of the Massachusetts sav- 
ings bank life insurance system has been 
given a temporary appointment by Paul 
Taylor, deputy in charge of savings 
bank life insurance in New York state. 
Mr. Vietor will aid the New York sys- 
tem in getting under way, particularly 
in preparing policy forms, setting up 
rates and in handling other matters 
which in a regular life company would 
be handled by the home office. It is 
understood that savings bank policies in 
New York will be much shorter and 
simpler than any policies now in exist- 
ence. 

While the division of the insurance 
department having supervision over sav- 
ings bank life insurance is already busy, 
the banks participating in the plan can- 
not sell policies until Jan. 1, 1939. 

The three savings banks originally 
stating their intention of going into the 
life insurance business are the East New 
York, Greater New York, and Lincoln, 
all of Brooklyn. The state savings bank 
life insurance division has been in con- 
tact with other savings banks in the 
state to see what additional institutions 
are interested in going into the scheme. 
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Union Central Men 
in South Honored 
by the President 


President W. H. Cox of the Union 
Central Life was host at a dinner in 
honor of two distinguished managers. 
J. W. Smither rounded out 25 years as 
New Orleans manager, his business in 
force now being $28,000,000. President 
Cox was accompanied from the home of- 
fice by Vice-president Jerome Clark, Su- 
perintendent of Agents W. P. Hansel- 
man and W. H. Cox, Jr. F. B. Sweet, 
editor of the Union Central “Agency 
Bulletin,’ met the party in New Orleans. 
The agency staff was present at the din- 
ner together with a number of promi- 
nent citizens. The speakers included W. 
B. Monroe, a leading member of the 
agency and one of the large producers 
of the south; Judge R. E. Foster of the 
federal district court of appeals; Presi- 
dent Cox and Mr. Smither. Mr. Smither 
was formerly with the Prudential at 
Nashville. He has three sons, James, 
Charles and Richard, two of whom are 
associated with him in the agency. 





B. A. Wiedermann Honored 


President Cox was also host at a din- 
ner at San Antonio in honor of Man- 
ager B. A. Wiedermann, It was attended 
by 75 business, professional and govern- 
ment leaders as well as the agency staff. 
The same home office talent accom- 
panied Mr. Cox to San Antonio from 
New Orleans. Mr. Wiedermann went to 
San Antonio in 1905 as an immigrant 
from Roumania. He became connected 
with the Union Central in 1913. He sold 
about $100,000 his first year. In 1919 he 
had his first million dollar year. He 
chalked up six or seven more before he 
became San Antonio manager in 1930. 
The speakers were President W. P. 
Napiet, Alamo National Bank; W. R. 
Rathbone, one of the agents; O. D. 
Douglas, retiring president Texas Asso- 
ciation of Life Underwriters, state man- 
ager Lincoln National, Mr. Cox and F. 
W. Clubb of the San Antonio agency. 


Earle States His 
Reasons for Probe 
of New Yorkers 


(CONTINUED FROM PAGE 3) 
recommendation on Page 60 of the re- 
port that the minutes be translated from 
Yiddish to English without undue delay. 
This has been done.” The commissioner 
made the point that in the supplemental 
report the examiner evidently did not 
get his information at first hand but 
took the word of a fraternal official. 

Mr. Earle in justifying his onward 
march to New York says: 

“The superintendent from New York 
makes the statement that the New York 
law requires that he make examinations 
of New York companies at periodic in- 
tervals and also requires that the exam- 
inations should be made by examiners 
who are employes of the civil service of 
state. I cannot see but what the super- 
intendent of New York should be as 
much interested in examining foreign 
companies which are licensed in New 

ork as the domestic companies of the 
State. Does he try to protect only the 
assured in domestic companies? 

‘We commissioners have been very 
patient with the New York department 
m regard to the examination question. 
n fact, several of us have held back 
more than one examination of a New 
fork company asking for a little more 
time to show the superintendent from 
New York our problem. However, there 
seems to be no way, consequently we 
Commissioners are going back on our 
statutory rights and examine the com- 
panies without the assistance of the hon- 
orable superintendent from New York 
and his most able civil service depart- 
ment.” 

Commissioner Earle, so far as can be 
ascertained, seems to have decided defi- 











nitely to follow through the examination 
of companies in New York in concert 
with some other states. It is stated at 
the department that at least five com- 
missioners have written Commissioner 
Earle stating that they are in sympathy 
with what he is trying to do and volun- 
teering to act with him. It has been 
suggested to him, and he has it under 
serious contemplation, to examine a 
number of New York companies on the 
visit where there seems to be any doubt 
as to features of interest to outside 
states that need to be checked. It is 
not contemplated to make complete or 
extended examinations but to, do the 
work in such a way as will give the com- 
missioners the information that they de- 
sire. The plan has been devised by the 
Oregon examining and actuarial staff, 
which if followed will disclose enough 
information to judge in each case 
whether the New York examination re- 
port can be accepted or whether a more 


detailed examination of the individual 
company is indicated. The Oregon 
commissioner takes the position that 


very often the New York reports do not 
give the information that the outside de- 
partments desire. 





The 1938 Unique Manual-Digest is the 








Says Roosevelt Has 
Not Violated Law 





Superintendent Pink of New York 
states that the insurance department has 
made a study of the published account 
of James Roosevelt’s insurance activities 
as set forth in an article in the “Satur- 
day Evening Post” by Alva Johnson. 
Superintendent Pink says, “Department 
counsel finds no statement which indi- 
cates a violation of the insurance law of 
this state.” 





Arkansas Suits Expected 
to Settle Annuity Payments 


LITTLE ROEK, ARK. Suits 
against 14 insurance companies seeking 
undetermined sums allegedly due as tax 
on annuity contracts written in Arkan- 





sas, 1925-1927, were filed in Pulaski 
chancery court by Attorney-General 
Holt. 


The amount the state contends is due 
is based on a tax of 2 percent on gross 





that the company be required to report 
on the amount of annuity insurance 
written prior to 1936. The reports 
were made for 1936 and 1937. 

Based only on the amounts reported 
for 1936 and 1937 and in one company 
for totals shown for previous years 
through an examination of its books, the 
tax due was calculated at approximately 
$84,000. 

The suits are expected to settle 
whether companies should pay on an- 
nuity contracts under Arkansas law. 

Defendants are: New York Life, 
Aetna Life, Equitable Society, Guardian 
Life, Home, John Hancock, Lincoln 
National, Mutual Life of New York, 
Penn Mutual, Prudential, Sun Life of 
Canada, Travelers, Union Central, and 
Metropolitan. 





Williams Made Chairman 


Frank N. Julian, Alabama insurance 
commissioner, who was elected presi- 
dent of the National Association of In- 
surance Commissioners, resigned as 
chairman of zone No. 3. Commissioner 
Williams of Mississippi has been elected 
chairman. 
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Eprroriar ComMENT 


ASSOCIATION OF INSURANCE COMMISSION- 
ERS has accomplished much. Under the 
leadership of Superintendent Frank N. 








Insurance and the Monopoly Investigations 


THE promise of Senator J. C. O’Ma- 
HONEY of Wyominc that the joint ad- 
ministration-congressional monopoly in- 
will pursue no _ punitive 
policies is welcome news. Life insur- 
ance being thé complicated business that 
it is, it is all too easy for the facts about 
it to be “taisted by knaves to make a 
trap for fools.” 

Since the investigation, insofar as it 
affects life companies is to be confined 
to the investment side, there is probably 
less danger of distortion, either wilful 
or innocent, on the part of investigators. 
While subject to a company’s actuarially 
determined requirements, the investment 
department, more than any other divi- 
sion of a home office, is a separate unit. 
Life company investment men frequent- 
ly recruited from the investment busi- 
rather than coming up via the 
home office route. Their work is much 
more closely allied to that of general 
finance than it is to the work of the 


vestigation 


ness 


other departments in the home office of 
the average company. 

Since it does not depend on actuarial 
science, the investment side of life in- 
surance is more easily understood by 
the public. There is less temptation to 
a headline-seeking investigator to mis- 
interpret and distort, imposing on the 
public’s disinclination to dig into even 
the most elementary mathematics of 
life insurance. 

It appears that in the federal investi- 
gation the institution of life insurance 
has a double safeguard, first, in Senator 
O’MAHONEY’s assurances of constructive 
purpose and, second, in the relatively 
minor possibility of distorting facts con- 
cerning the investment side of life 
company operations. 

There is a possibility also that the in- 
vestigation will give the really out- 
standing record of life company invest- 
ment policy a chance to show itself to 
the public. 


Use of a Definite Work Program 


A. R. JAgua of Cincinnati, associate edi- 
tor of the “Diamond Life Bulletins,” in 
a talk before Pittsburgh life insurance 
men emphasized the fact that no agent 
in his acquaintance who had ever writ- 
ten $250,000 of business in any one year 
had been able to do this without a very 
definite program of procedure and work. 
It is necessary if a person enters the 


higher brackets in production to be able 
to chart his course so that he will lose 
but little time and expend but a mini- 
mum of wasteful effort. The matter of 
programming in life insurance is essen- 
tial in different ways. A policyholder 
should have a definite program of pro- 
tection. The agent should have a defi- 
nite program of work. 


Suggestion for Departmental Examinations 


As TIME goes on and insurance commis- 
sioners have an opportunity to study the 
company examination conditions, all are 
interested in giving efficient service. 
Certainly the old time raiding examina- 
tions are no more in vogue and since the 
NaTIONAL ASSOCIATION OF INSURANCE 
ComMISSIONERS has stabilized this work 
there has been vast improvement. The 
zone system may not be entirely perfect 
but it is a further step forward. 

As a matter of fact, if all conditions 
were ideal, the home insurance department 
should be held strictly accountable for its 
own institutions. Even at that, outside de- 
partments could well participate because the 
home department may not give alto- 
gether the information that other states 
desire. The home department examina- 
tion should be thoroughly efficient, accu- 
rate and intelligent. It should establish 
solvency, satisfy itself that the company 
is following a course that is not destruc- 
tive, that it is protecting policyholders 
and that it is complying strictly with the 
laws of its home state. 


Then outside departments might well 
desire to go farther and ascertain 
whether such a company is meeting 
all the demands of the outside states. 
The outsiders might feel it advisable to 
check up on the home department, look 
behind the scenes and ascertain whether 
in the opinion of the outsiders the busi- 
ness is being conducted rationally, safely and 
with an eye single to proper protection 
of the assured. That is, the outside 
states would perhaps issue supplemen- 
tary reports. That work naturally should 
be done under the convention zone sys- 
tem. 

So far as THE NATIONAL UNDERWRITER 
can ascertain the insurance commission- 
ers all over the country are thoroughly 
honest in their intentions and desire to 
follow the right and logical course. For- 
tunately we have in sitting at the heads 
of our state insurance departments men 
of probity, intelligence and repute. Many 
of them do not have sufficient appropria- 
tion to carry on the work as deserved. 
They are doing their best. The NATIONAL 





Juttan of Alabama this year, who was 


THE EguitTasB_e Lire of New York has 
nearly 1,000 women agents. That com- 
pany was the pioneer in developing a 
body of women field men. Many of 
them have made outstanding successes. 
One of the big features that several of 
these agents present in their solicitation 
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elected president, we believe that har. 
mony will prevail, that prejudice will he 
eliminated and that onward steps will be 
taken. 


Women’s Work As Insurance Producers 


is the fact that they were left widows 
with little or no insurance or other finan- 
cial support and hence they feel com. 
pelled to enter the business world to sup. 
port themselves and their dependents, 
Therefore they became living examples 
of the need for insurance protection, 








PERSONAL SIDE OF BUSINESS 





Commissioner Carpenter of Cali- 
fornia was guest of honor at a testi- 
monial luncheon tendered by male mem- 
bers of the insurance department staff, 
in the Palace Hotel. An illumined testi- 
monial signed by those present was 
given to Mr. Carpenter, the presentation 
speech being made by John McKee, spe- 
cial deputy in charge of the liquidation 
department. 





The marriage of Miss Charline Ever- 
ett, Racine, Wis., to Roswell H. Pick- 
ford, Jr., Cedar Rapids, Ia., has been 
announced. The groom’s father is R. H. 
Pickford, general agent Northwestern 
Mutual Life at Cedar Rapids, Ia. 





William H. Burton, Jr., Nashville in- 
surance man, entered the race for direct 
representative from Davidson county in 
the state legislature. Mr. Burton is a 
son of William H. Burton one of the or- 
ganizers of the Life & Casualty and 
nephew of its present president, A. M. 
Burton. 





Sidney Wellbeloved of Williamson & 
Wellbeloved, Chicago general agents of 
the Connecticut Mutual Life, is still 
suffering from his lung trouble. He is 
now at the sanitarium in Naperville, Ill. 





B. A. Wiedermann, San Antonio man- 
ager Union Central Life, was honored 
at a banquet attended by home office 
representatives, local life insurance lead- 
ers, business and professional men on 
his 25th anniversary with the Union 
Central. President W. Howard Cox 
paid high tribute to Mr. Wiedermann 
both as a personal producer and as a 
manager. O. D. Douglas, Texas gen- 
eral agent, Lincoln National Life and 
immediate past president of the Texas 
Association of Life Underwriters, spoke 
of the service of Mr. Wiedermann in the 
local association. W. R. Rathbone, 
Union Central, Austin, Tex., spoke of 
his sympathetic and helpful leadership 
and Fay W. Clubb, San Antonio, pre- 
sented Mr. Wiedermann a sterling silver 
tray from the agency and office forces. 
About 75 attended. 





Dr. Homer Gage, third oldest director 
of the State Mutual Life in point of 
service and for many years an officer, 
died suddenly of a heart attack at his 
country home near Worcester. He was 
77 years old. 

Elected a director in 1904, Dr. Gage 
became an officer in 1908 when he re- 
ceived appointment as assistant medical 








director. In 1912 he become medical 
director. Dr. Gage was made medical 
referee in 1924, and held that title until 
1934. He is a past president of the Life 
Insurance Medical Directors’ Associa- 
tion, having held office in 1916-17. 





Dr. H. W. Dingman of Chicago, vice- 
president and medical director of the 
Continental Casualty and Continental 
Assurance, who has been touring in Italy 
with Mrs. Dingman for the last six 
weeks or so, has returned to his office. 





Karl B. Korrady, vice-president and 
director of agencies of the Illinois Bank- 
ers Life of Monmouth, IIl., is spending 
most of July on vacation at Walloon 
Lake, Mich. 





Dr, C. E. Herron, associate medical 
director of the Ohio State Life, suffered 
a broken right wrist in an automobile 
accident a few days ago. A car dashed 
out of a side road and ran into the one 
which Dr. Herron was driving. 





Harry L. Babcock, general manager 
of the Citizens Limited Life of Lincoln, 
has withdrawn as a republican candidate 
for state auditor of Nebraska. 





B. W. Ayers, Worcester, Mass., gen- 
eral agent for the State Mutual Life and 
leading amateur golfer of the champion- 
ship Worcester Country Club course, 
teamed with Ralph Guldahl, two-time 
U. S. open golf champion, to win an ex- 
hibition match against Willie Ogg, coun- 
try club pro and Art Gusa, Tatnuck 
Country Club pro. 

Shooting a 78 to Guldahl’s even par 
70, Mr. Ayres had four pars and a birdie 
going out and duplicated the feat on his 
second nine. He was only three over 
par coming in. 





Marmaduke Corbyn of Oklahoma City, 
general agent for the Occidental Life of 
California, was victim of a robbery at 
his home, in which he estimated. that 
$1,000 in jewelry and cash had been 
stolen. 





W. H. Siegmund, supervisor of the 
brokerage department of the Charles J. 
Zimmerman agency of the Connecticut 
Mutual Life, at Chicago, has been 
awarded a medal by the state of Illinois 
for outstanding services rendered at the 
time of the Cairo flood in January, 1937. 
He is a lieutenant in the U. S. Naval Re- 
serve, and was stationed at Cairo for 








two weeks and was in charge of medi- 
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Albert L. Robinson, member of the 
beneficiary income division in the home 
office of the Aetna Life has been noti- 
fied of his acceptance as a fellow of the 
Life Office Management Association In- 
stitute. Only six persons engaged in in- 
surance have fulfilled the requirements 
for a fellowship in the institute, two in 
1937 and four so far in 1938. 

Miss Olivet Beckwith, also of the 
Aetna Life, is one of the four admitted 
this year and is the first woman to be 
so honored. The fellowships will be pre- 
sented at the annual meeting of the In- 
stitute in Montreal this fall. 

Miss Beckwith, who graduated cum 
laude from Middlebury College and 
holds a masters degree from the Uni- 
versity of Michigan, is a member of the 
life accounts division of the Aetna Life. 





A. E. Veith and R. D. Lowenstein, St. 
Louis general agents of the Massa- 
chusetts Mutual, were honored guests at 
a surprise birthday meeting tendered by 
their agency organization, the first anni- 
versary of their appointment as general 
agents. Eighty-eight applications for an 
aggregate production of $520,000 were 
presented, all of the sales having been 
made during the 10 days preceding the 
anniversary. 

The testimonial was planned by the 
agency’s advisory council. Both Mr. 
Veith and Mr. Lowenstein were long- 
time personal producers for the Massa- 
chusetts Mutual before their appoint- 
ment as general agents. Through close 
association with their predecessors, C. O. 
Fischer, now vice-president of the Mas- 
sachusetts Mutual, and E. W. Hughes, 
one of the Chicago general agents, Mr. 
Veith and Mr. Lowenstein were well 
equipped for organization responsibilities 
when they assumed their duties as gen- 
eral agents a year ago. 





Jeff J. Strickland, board chairman of 
the Great American Life, San Antonio, 
died of a heart attack in his home there. 
He was 57 years of age. Funeral serv- 
ices were held at Palestine, his old home. 
He formerly was county attorney, mem- 
ber of the house of representatives and 
state senator. He was also secretary of 
state under Governor Neff. 

Mr. Strickland died of a heart attack. 
He had been ‘prominent in business at 
San Antonio for 19 years, and was chief 
counsel for Interstate Circuit, operators 
of movie houses. Mr. Strickland had 
just returned from his ranch in Comal 
county. Feeling tired, and finding no 
one at home, he went to a hospital to 
rest. Mr. Strickland had been board 
chairman since the Great American was 
formed in 1929. Governor Allred ordered 
all state flags, at the Capitol and else- 
where, placed at half-staff in honor of 
the former state senator. 





L. A. Rosen, Knight agency, New 
York City, is the Union Central's first 
representative to qualify for attendance 
at the convention in Quebec. He is the 
youngest life member of the Million 
Dollar Round Table. In business onlv 
five years, he has qualified for five $500,- 
000 clubs. In June he wrote $132,514 
paid business for a total volume of $434.- 
597 paid business. Mr. Rosen is a grad- 
uate of the Wharton School and is 27. 





Joe Blagg, 48. Brownwood, Tex., 


Amicable Life general agent, died. 





J. E. Conklin, president of the Hutch- 
inson Life Underwriters Association, has 
returned from California where he at- 
tended the meeting of Rotary Interna- 
tional at San Francisco and the school 
for officers at Del Monte. Mr. Conklin 
is the new district governor of the Ro- 
tary and immediate past president of 
the Hutchinson Club. He is district 
agent of the Equitable Society. 





C. C. Ferguson, the late general man- 
ager of the Great West Life of Winni- 
peg, left an estate of $140,875, according 
to the will filed for probate. From the 











NEWS OF THE COMPANIES 





O. B. Hartley Is Resigning 





Well Known Des Moines Insurance 
Official Will Go to Olympia, Wash. 


to Engage in Private Practice 





O. B. Hartley of Des Moines, who 
was formerly a vice-president and gen- 
eral counsel of Great Western of that 
city which was merged with Washing- 
ton National of Chicago and then be- 
came associate general counsel of the 
latter, has resigned his position on ac- 
count of ill health and expects to go to 
Olympia, Wash., in due season to es- 
tablish a private law practice. He also 
has resigned as a member of the execu- 
tive committee of the Health & Acci- 
dent Underwriters Conference. He has 
been an active factor in the organiza- 
tion. 

Mr. Hartley graduated from the law 
school of the University of Kansas in 
June, 1907, and was elected clerk of the 
district court of Osage county, Kan., for 
two terms. He then went to Emporia, 
Kan., practicing law for five years. He 
was offered the position as attorney of 
the Kansas department but declined to 
enter a law partnership with the out- 
going prosecuting attorney of Lyon 
county. Later on, however, he acted as 
special attorney for the department on 
some matters. In 1918 he went to Des 
Moines to become connected with Great 
Western. 


Sue on Federal Union Note 


The Ohio insurance department has 
filed suit in the common pleas court at 
Columbus against the Lincoln National 
Life, seeking judgment for $55,646. The 
petition sets forth that on Dec. 4, 1935, 
the insurance department took over the 
assets and claims of the Federal Union 
Life of Cincinnati and it charges that 
the Lincoln National Life delivered to 
John Blue the foregoing sum in notes 
and mortgages, which had been depos- 
ited as collateral by Frank Peters, presi- 
dent of the Federal Union Life, now de- 
ceased; Orville K. Jones, vice-president 
and counsel, and John Blue, when, in 
fact, the note had been paid out of 
funds of.the Federal Union Life, which 
had guaranteed the note. 

It is understood that another suit 
growing out of the same transaction is 
to be filed in Cincinnati. 








Form Citizens National 


Formation of the Citizens National 
Life in San Francisco by Edward Brown 
& Son, fire and casualty insurance gen- 
eral agent, is reported. 


Take Over Texas Company 
The National Aid Life of Oklahoma 





City has taken over the assets and lia- 
bilities of the Mutual Life of Brecken- 
ridge, Tex. The transfer involves 
approximately $2,500,000 outstanding 


business. 








staff pension fund of the Great West 
Live the widow receives $200 per month 
and $150 a month trom instalment in- 
surance policies. The life insurance car- 
ried was $43,880. There are three sons 
and a daughter surviving in addition to 
Mrs. Ferguson. 


Rollo H. Wells, secretary-treasurer 
Minneapolis Life Underwriters Associa- 
tion, has been elected president of the 
Minneapolis Rotary Club. 








D. W. MaeMeekin, Wisconsin state 
manager for the Modern Woodmen of 
America, has moved his office from Madi- 
son to 1326 West Wisconsin avenue, Mil- 
waukee. 





The International Workers Order of 
New York City has been licensed in 
Oregon. 





Social Security Slide Rule $1. Order 


from The National Underwriter. 





Washington National Report 





Convention Examination Shows the 
Company to Be in Excellent Shape— 
Writes Life, Health and Accident 





A convention examination has been 
made of the Washington National of 
Chicago with executive offices in Evan- 
ston, Ill., by Illinois, New Mexico, Del- 
aware and California. The examination 
is of Dec. 31. Its assets were found to 
be $8,647,629, capital $1,250,000, net sur- 
plus $1,088,232. The examiners say that 
the cash position is well maintained and 
investment portfolio composed of diver- 
sified and marketable securities. Loss 
ratios in both the life and casualty de- 
partments have been favorable and the 
operating expenses moderate. The loss 
settlements have been paid promptly 
and compromise claims appear to have 
been adjusted equitably. The report 
says that the general accounting system 
has been progressively developed to re- 
flect the results of operation in a com- 
prehensive manner. 


Income and Disbursements 


The life premium income last year 
was $2,335,875 of which $1,472,214 was 
industrial and $583,204 ordinary. The 
total life income was $2,701,033. The 
total life disbursements were $2,883,957, 
including $725,000 paid in consideration 
of Great Western merger. The casualty 
health and accident income was $6,086,- 
493, making total income for both de- 
partments $8,787,526. The accident and 
health disbursements were $5,482,198, 
making total in both departments 
$8,366,156. 

Its largest life premium income is 
from Illinois with $288,880. Next comes 
Texas with $265,584, then comes Penn- 
sylvania, $196,518. Its accident and 
health premium income in [Illinois is 
$704,345, Texas $511,285, Pennsylvania 
$466,506, California $458,128. Group in- 
surance is confined to school teachers 
and industrial groups. Premium rates 
are based on actual experience. The 
teacher groups are written on an annual 
basis without grace period for payment 
of renewal premium, whereas the indus- 
trial are for an annual term with grace 
period of 30 days. It has adopted a 
group life contract to be written in con- 
junction with group accident and health. 
This is issued to cover loan indebted- 
ness of credit union associations and is 
written on the term plan based on 
amount and duration of loans granted. 


Newspaper Department 


Industrial accident and health con- 
tracts are written on risks of both stand- 
ard and sub-standard classifications. It 
has a newspaper department whereby 
accident and health policies are written 
through the medium of newspaper cir- 
culation. Disability indemnities are lim- 
ited to $100 per month with duration 
periods of four or six months. 

Of the assets $387,609 is in real estate, 
$735,572 mortgage loans, $482,929 policy 
loans, $4,518,898 bonds, $1,151,145 cash. 
It has in force $44,972,109 life insurance. 


Absorbed Outside Business 


The company is the resuit of the orig- 
inal merger of the United States Life 
& Casualty of Chicago, the Washington 
Life & Accident of Chicago and the Fi- 
delity Life & Accident of Louisville. 
These three companies wrote monthly 
and weekly payment health and accident. 
Later on it took over the weekly busi- 
ness of the Federal Reserve of Kansas 
City, Kan., the monthly accident and 
health business of the Continental Life 
of St. Louis in California, Washington, 
Oregon and Nevada, monthly accident 
and health business of the American Na- 
tional of Texas, monthly business of 
the Greensboro Life of North Carolina, 
weekly business of the People’s Life & 
Accident of Missouri, weekly business 
of the American Bankers of Jackson- 





The WALRUS 





Clever publicist is I. N. (Ike) Fender, 
Bankerslifeman in Gladewater, Texas. 
Production leader of his Company for 
the week ending June 22nd and thereby 
recipient of a congratulatory telegram 
from Director of Agencies W. F. 
Winterble, Mr. Fender let newspaper 
readers of his town in on the message, 
reproducing it as the central item in a 
quarter page ad. Smart Mr. Fender 
told newspaper readers little credit was 
due to him for the accomplishment ; he 
gave them all praise for his weekly pro- 
duction of $44,500. 


Every wife has the right to ask 
her husband, “Where do I stand if 
you die tonight?” A. F. Smith, 
San Francisco, Bankerslife Agency 
Manager in the Golden Gate City, 
is authority for that statement. 
Mr. Smith urges members of his 
Agency to ask prospects what 
answer they could give should 


their wife ask the question. 


—BLC— 


A tough hombre is the Jungle Buf- 
falo, habitat of far-off India. His hide’s 
as tough as his disposition hence 
leather made from Jungle Buffalo hides 
“can take it." Bankers Life of lowa 
seeking a lether for its popular key 
container which will stand up under 
hard usage, selected Jungle Buffalo. 
Enthusiastic praise is reaching the 
Company from thousands of men who 
have received the new Jungle Buffalo 
key containers through the Bankers 
Life Direct Mail Advertising plan. 


—BLC— 


Ainsworth, Nebraska—popula- 
1,378—has a crack high 


school basketball team, runner-up 


tion 


for the state championship last 
Each member of the 7- 
man squad is a Bankers Life 


season. 


policyholder. 


BANKERS LIFE 
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ville, Ill., and the commercial travel and 
newspaper accident business of the Con- 
tinental Life. Its latest and largest ac- 
quisition was the Great Western Life 
of Des Moines, which gave it $18,500,000 
ordinary life business and $273,673 acci- 
dent'‘and health. 


Pelican Club Elects 


NEWARK—William Tunison is the 
new president of the Pelican Club, 
organization of home office employes of 
the Mutual Benefit Life. Miss Mar- 
garet Sawyer and Miss Mary Barr have 
been re-elected -vice-president and sec- 
retary, respectively, and James Smeaton 
is the new treasurer. During the sum- 
mer months plans will be made for an 
active fall and winter season. 


Vardaman Named Director 


J. K. Vardaman, Jr., president Tower 
Grove Bank & Trust Company, St. 
Louis, was elected director of the Cen- 
tral States Life. He formerly was St. 








Louis agent Reconstruction Finance 
Corporation. 
Asks for Rehearing 

LINCOLN, NEB.—Jack Matthews, 


former president of the Cosmopolitan 
Life, has asked the supreme court for a 
rehearing of the case in which he was 
held personally liable for $191,300 that 
it found had been misapplied as between 
thrift certificate holders. 


Seeks Kansas Position 


TOPEKA—W. W. Bryant of Over- 
land Park, Kan., who is seeking the Re- 
publican nomination in the Aug. 2 pri- 
maries for insurance commissioner of 
the state, has just completed a personal 
tour of every county in the state. Mr. 
Bryant was with the Yeomen Mutual Life 
for some years before and after that 
group became a mutual, legal reserve 
company. For a time he was in the home 
office of the Pyramid Life. He is a prac- 
tising attorney. 














LIFE SALES MEETINGS 





Franklin Life’s Convention 





Annual Conference Will Be Held 
Next Week at the Edgewater Beach 
Hotel in Chicago 





The Franklin Life’s annual agency 
meeting will be held at the Edgewater 
Beach Hotel, Chicago, July 18-20. 





The following is the business pro- 
gram: 
Monday, July 18 
ewater Beach, 
Greetings—Henry M. Merriam, presi- 
dent, 
Roll Call, Introduction Club Officers, 


Presentation Prizes—James 
sistant treasurer. 
Renewals, Address 
Prizes—Henry Abels, 
Announcements—Floyd Short, 
department. 


Tuesday, July 19 


9:45 A. M. 

Underwriting Routine—Jos. W. 
treasurer. 

Signs of the Times—A. O. 
vice-president. 

Address—C. M. Cartwright, Managing 
Editor, The National Underwriter. 


Abels, as- 
and Presentation 


vice-president. 
agency 


Jones, 


Merriam, 


“Prospecting” — John Jamison, Sales 
Research Bureau. 
Address—Col. C. B. Robbins, manager 


American Life Convention. 


Wednesday, July 20 

9:45 A. M. 

Address—Ernest Palmer, 
surance director. 

The Priceless Ingredient—Will Taylor, 
secretary. 


The delegates will number about 125 


Illinois in- 


all told. There will be a number from 
the home office. A get together dinner 
will be held next Sunday evening. 


There will be a group luncheon each 
noon and on Tuesday evening there will 











Pure Protection 
LOW COST 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessaty to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE LIFE INSURANCE COMPANY 
10 East Pearson St., Chicago, III. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID 


CLrATM*’ 


























be a dinner at the Palmer House in 
Chicago. Sight-seeing trips will be made 
in and around Chicago. 


Washington National Convention 


The annual agency convention of the 
Washington National will be held Oct. 
17-19 at the Palmer House, Chicago. 








Pan-American Meet 


About 50 attended the two-day con- 
vention of the Pan-American Life at 
Biloxi, Miss. Miss B. B. Mcfarlane, 
New Orleans agency supervisor, and 
Crawford H. Ellis, president, were hosts. 
Most of the representatives were from 
Louisiana, with a few Mississippians 
also present. 





Meet on Treasure Island 


The 1939 convention of the West 
Coast Life is to be held at “Treasure 
Island,” site of the 1939 Golden Gate 
International Exposition, according to 
Gordon Thomson, vice-president. 


Columbus Mutual Lake Trip 


The Columbus Mutual Life agency 
$100,000 Club and agency convention 
will take the form of a week’s cruise on 
the Great Lakes on the “Alabama” 
operated by the Kirby line, leaving 
Cleveland, Aug. 14, at 10 a. m. and De- 
troit at 6:45 p. m. the same day. The 
boat touches Mackinac Island, then goes 
through the Soo to some points on Lake 
Superior and returns through the Geor- 
gian Bay district, landing at Midland. 








Celebrate Record Month in Iowa 


At a sales conference in Des Moines, 
a five year June record for life insurance 
was reported by the Iowa agency of the 
Equitable Society. It wrote $2,886,000 
in June, which had been set aside as a 
testimonial month for M. C. Nelson. 
agency manager. Mr. Nelson observed 
his 29th year in the insurance business 
in June. The June, 1937, total was $1,- 
673,000. R. L. Short, Cedar Rapids, was 
the highest individual producer with 
$185,000. Seventy-five agents who quali- 
fied by writing five applications or more 
attended a stag party in Des Moines. 





Agency School in Davenport 


Twenty agents of the Central Life of 
Iowa attended an agency school in 
Davenport, Ia. under direction of J. J. 
Buck, general agent in Davenport. He 
was assisted by George Carlin, educa- 
tional director from the home office in 
Des Moines, and Fred Lunlin and Roy 
Fletcher, supervisors. 











COMPANY MEN 
Moore Is Agency Chief 


Reliance Mutual Life of Chicago Is 
Stimulating Its Field Forces and Add- 
ing to the List 











The Reliance Mutual Life of Chicago 
has appointed V. V. Moore superintend- 
ent of agencies. He has been home 
office agency manager and will still be 
in charge of the home office agency 
force. John W. Maskell Jr. has been 
appointed an agency supervisor for the 
home office agency. 


Flanagan is General Agent 


H. E. Flanagan, formerly agency 
supervisor under Mr. Moore at the home 
office agency, has been appointed gen- 
eral agent at Indianapolis. 

Agency managers at Rockford and 
Kankakee, and John Maskell, home 
office agency supervisor, open training 
schools in their respective cities next 
week. Over 50 men have been recruited. 








This school system is an agency build- 
ing method of the company. 

Mr. Moore has held: seven successive 
monthly training schools and has devel- 
oped over 60 men and women represent- 
ing the Reliance Mutual at this time. 





Harper Agency Field Supervisor 

George A. Harper of the Bankers Life 
of Iowa sales training department has 
been named agency field supervisor for 
the company. He will assist agency 
managers, especially in recruiting and 
training problems. 

Upon graduating from Iowa State 
College in 1924, Mr. Harper entered life 
insurance work in New York City. Two 
years later he went to the home office 
of the Bankers Life, where he has been 
especially active in the development of 
its sales training course. The first six 
months of this year he was acting 
agency manager of the Cleveland office. 





| Another Seminar in Chicago 


The Research Bureau opened another 
seminar in Chicago this week with 51 
in attendance. The first seminar in that 
city was completed about two weeks 
ago. The dinner for the second seminar 
will be held July 22, and it is anticipated 
that a number of “alumni” will attend. 
Five staff representatives of the bureau 
are conducting the present seminar, they 
being Lewis Chapman, J. H. Jamison, 
L. S. Morrison, B. N. Woodson and 
Ward Phelps. 

A number of special speakers are 
scheduled to appear, including Holgar 
Johnson of Pittsburgh, general agent 
Penn Mutual; C. O. Fischer, vice-presi- 
dent Massachusetts Mutual; Be oN. 
Olson, president Mutual Trust Life, and 
+ T. Burnett, vice-president Reliance 
Life. 





William 8S. Elliott, who retired recently 
after a quarter century as general agent 
of the Union Pacific Railroad Company 
in Seattle and Spokane, has joined the 
Small agency of the Lincoln National 
Life in Seattle. 





‘““Downhearted? 
By No Means— 
I Just Wrote Another Appli- 


cation” 


That's the comeback of the 
Republic National Life Agent 
for he has in his equipment 
intermediate policies with in- 
sured amounts of less than 
$1000 on Individual and 
Family Group Forms. 

Agents using this equip- 
ment write one to five appli- 
cations daily. 


‘The greatest tonic for sell- 
ing morale is to just write 
another application.” 


O. R. McAtee, Director of Agencies 


REPUBLIC 


NATIONAL 
LIFE INSURANCE 
COMPANY 


“Registered Policy Protection” 


THEO. P. BEASLEY 
President & General Manager 


Home Office: 
Dallas, Texas 
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LIFE AGENCY CHANGES 





——— 


Horace Person Is Advanced 





Becomes General Agent of the Penn 
Mutual Life in Portland, Ore., Suc- 
ceeding Seth B. Thompson 





H. H. Person, since 1933 a member of 
the F. J. Curry Agency of the Penn 
Mutual Life in San Francisco, has been 
appointed general agent at Portland, 
Ore., his fine record as a personal pro- 
ducer and later as a supervisor and 
trainer of agents having brought the 
promotion to him. Civil engineering 
was Mr. Person’s first profession, his 
training having been received at the 
University of Michigan. He is a regis- 
tered civil engineer in California, and is 
an associate member of the American 
Society of Civil Engineering. Because 
of the long slack in his profession, 
caused by the depression, Mr. Person 
decided to turn to a type of business 
that had not been so heavily hurt. 

Seth B. Thompson, who has_ been 
general agent in Portland since 1923, 
will, as associate general agent, continue 
his active interest in the agency. For 
a long time he has been one of the best 
known underwriters in the Pacific 
northwest, and is well-known and prom- 
inent in Portland, his home city. Re- 
lieved of the responsibility of manage- 
ment, he will give most of his time to 
personal production. 


Several Equitable Society 
Changes in Midwest 





A number of field changes in the 
managerial staff have been made in the 
central west by the Equitable Society. 
Robert Bogen, former agent and $200,- 
000 Club member, was appointed unit 
manager of the A. A. Dewar agency at 
Los Angeles. He is a graduate civil 
engineer, having had his schooling at 
California Institute of Technology. 

F. O. Wagner, unit manager of the 
Ryan agency at Detroit, was trans- 





Reading, Pa., Manager of 
the Continental American 




















ALVIN T. WOOLEY 


_ Alvin T. Wooley, well known in the 
Reading section of Pennsylvania, has 
been appointed manager of the new 
Reading branch office of the Continental 
American Life. Mr. Wooley entered life 
insurance work in 1917 in Ohio and 
later spent six years in Reading. Up to 
the time of his appointment by the Con- 
tinental American, he has been general 
agent in Cleveland for an eastern com- 
pany, 





ferred to Bay City, Mich., as district 
manager. F. M. Wilson, district mana- 
ger at Lansing, was appointed assistant 
agency manager at Detroit in charge of 
a part of the Wagner unit, and C. J. 
Manion also was appointed assistant 
agency manager there in charge of an- 
other portion of the unit. 

Floyd A. McCartney was appointed 
district manager at Lansing, taking over 
Mr. Wilson’s former unit. David T. 
Keay resigned as district manager at 
Flint, Mich. 

Sherman J. Potter was appointed field 
assistant in the M. C. Nelson agency at 
Des Moines with headquarters at Shel- 
don, Ia., and Carl A. Erbe was ap- 
pointed a field assistant with headquar- 
ters in Mason City, Ia. 

John K. Wills, office manager for 
Manager C. R. Golly at Peoria, IIll., was 
appointed field assistant with headquar- 
ters at Champaign, IIl. 

C. P. Trisko, unit manager of the 
Kruger agency at St. Paul, and Paul I. 
Barker, field assistant at Iowa Falls, 
operating out of the Nelson agency, re- 
signed. 


Marsh with Lincoln National 


John D. Marsh has been appointed 
general agent for the Lincoln National 
Life in Washington, D. C.- His experi- 
ence covers personal solicitation and 
organization work. One of the young 
est unit managers of his former com- 
pany, he was given a managerial post 
at the age of 23. Prior to joining the 
Lincoln National Life, Mr. Marsh was 
an assistant agency manager. Mr. Marsh 
has been engaged in life insurance work 
for the past eight years in Washington 
and prior to that time was in the se- 
curity business there. 


Wilson to Texarkana 


L. M. Wilson, district manager Equi- 
table Society, has been promoted to a 
similar position in Texarkana, succeed- 
ing James Case, retired. Mr. Wilson 
went to Jonesboro in 1932. The Jones- 
boro district, which comprised 21 coun- 
ties in the state, has shown a steady 
increase each year and last year paid 
for approximately a $1,000,000 in new 
business. Mr. Wilson has written an 
app-a-week for 14 years. Last year his 
production was. second in the state. He 
has served as president of the Arkansas 
Life Underwriters Association, the 
Jonesboro association and is a director 
in the state association. Julian James, 
special agent, will be in charge of the 
Jonesboro office until a successor is 
named. 


Evans with General American 


L. C. Evans, for the past 14 years 
general agent in Nashville for the Lincoln 
National Life, has been made general 
agent for the General American Life 
with offices at 1101-2 Warner building. 


Moss Back with Provident 


J. Mack Moss, formerly general agent 
at Norfolk, Va. for the Provident Life 
& Accident, has been made general 
agent for the company in Washington, 
D. C. and vicinity. He resigned the 
Norfolk connection the early part of the 
vear to become general agent in: eastern 
North Carolina for the Ohio State Life 
but remained in his new post only a few 
months. 


Eaton to Maine 

A. G. Eaton, representing the State 
Mutual Life in St. Paul, Minn., the past 
six years, where he served as secretary- 
treasurer of the St. Paul Life Under- 
writers Association, has been appointed 
general agent for the company at 
Bangor, Me. 


H. S. Hatfield’s Appointment 


Cincinnati life insurance men are 
much interested in the advancement of 








H. S. Hatfield, a prominent agent with 
the Northwestern Mutual Life at Cin- 
cinnati, who becomes assistant general 
agent of the Massachusetts Mutual Life 
at Cincinnati. He is immediate past 
president of the Cincinnati Life Under- 
writers Assocation. 





Ealy Named at Vincennes 


The Ohio State Life has appointed 
Charles Ealy general agent at Vin- 
cennes, Ind. He has been in the insur- 
ance business 11 years. 


Merge Twin Cities Agencies 

The St. Paul and Minneapolis agencies 
of the Equitable Life of Iowa have been 
consolidated in a reorganization of the 
Minnesota territory. E. E. Bearg, former 
home office field supervisor becomes 
general agent for the state with head- 
quarters at 631 Northwestern bank 
building, Minneapolis. E. W. Cameron, 
Minneapolis general agent will continue 
as special representative. 





Brunner Kansas City Manager 


A. J. Brunner has been made manager 
of the Northern Life of Seattle at Kan- 
sas City, Mo. A. S. Cartwright is in 
charge of middle west and mountain 
territory. Offices have been secured in 
the Drake building. The Northern Life 
intends to become very aggressive in 
the Kansas City area. Mr. Brunner has 
been assistant general agent for the John 
Hancock Mutual in Kansas City. 









Goes to Nashville 











E. A. BOALT 


E. A. Boalt, who has been® appointed 
general agent at Nashville, Tenn., by 
the New England Mutual Life, has been 
supervisor of the Cincinnati agency un- 
der General Agent Guy D. Randolph. He 
is a former resident of Tennessee and 
is well acquainted in that state. 











AGENCY NOTES 





Talmadge Smith, who becomes man- 
ager of the Fidelity Mutual Life at Port- 
land, Ore., will have his office at 215 
American Bank building. 

A. J. Pierre, Jr.. who was formerly 
assistant manager of the ordinary de- 
partment of the Providence, R. I., agency 
of the Prudential, has joined the G. A. 





Davenport, San Antonio, Tex., general 
agency of the John Hancock Mutual Life. 

L. H. Funnell has joined Mutual Life 
of New York in the Billings, Mont., 
agency as supervising assistant. For 
the past five years he has been unit 
supervisor at Boise, Idaho, for Oregon 
Mutual Life. 


Hedges Entertains Agency 

Bert A. Hedges, Kansas manager of 
the Business Men’s Assurance, enter- 
tained his agency force and their wives 
at a picnic. J. C. Higdon,  vice- 
president from Kansas City, was guest 
of honor. Production prizes were an- 
nounced. 








A. H. Hoffman, President 





Announcement 


AMERICAN 
MUTUAL LIPE 


INSURANCE COMPANY 


is the new name of 


YEOMEN MUTUAL LIFE 
INSURANCE COMPANY 


Effective July 1, 1938 


Since organization in 1897, this purely mutual, old line 
legal reserve company has paid to policyholders and 
beneficiaries more than $77,000,000 


DES MOINES 
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Million Dollar Man 








R. E. SANDERS, San Diego, Cal. 


R. E. Sanders, leading member of the 
sales organization of the Business Men’s 
Assurance last year and to date for 
1938, scored a new all time individual 
record in June when his total life insur- 
ance production for the 12 months’ 
period passed the $1,000,000 mark. 

This accomplishment gives Mr. San- 
ders the distinction of being the first 
BMA salesman ever to report $1,000,- 
000 of life insurance in one year. 

Mr. Sanders recently celebrated his 
ninth anniversary with the company. 
During that time he has led the sales 
organization five years in paid produc- 
tion and two other years was second 
high man. He is district manager of the 
San Diego, Cal., office, having the super- 
vision of some eight or ten salesmen. 





Subterranean Operator 
Was Long in the Shadows 
of Insurance Manipulation 





The suicide of A. C. Littlejohn of 
Springfield, Ill, who had been convicted 
of using the mails to defraud and sen- 
tenced to the penitentiary, brings to the 
end the career of a man who had been 
engaged in submarine insurance opera- 
tions for a long time. He operated the 
National Aid Society, a concern which 
finally did no business in Illinois but 
the state was used as the domicile and 
letters were sent to all parts of the coun- 
try soliciting business. He shot and 
killed himself in the rear yard of his 
$40,000 home in Springfield. Mr. Little- 
john came from Marshall, Tex., where 
his father was an agent. In 1918 he 
went to Springfield as a local agent and 
then organized a live stock insurance 
company insuring largely hogs. 

When this concern went on the rocks 
he organized a group of mutual benefit 
outfits incorporated under the non-profit 
statutes and continued them until early 
in 1928 when a law was passed to put 
them and similar concerns under the jur- 
isdiction of the insurance department. 
They could not meet the standard and 
hence went the way of all flesh. This 
was known as the “North American” 
group. At the same time the North 
American concerns were operating Mr. 
Littlejohn had the “Merchants & Bank- 
ers” insurance group consisting of the 
Merchants & Bankers Life, an assess- 
ment company, and the Merchants & 
Bankers Casualty, also an assessment 
accident and health company. In 1926 
the life company was changed to the 
American Benefit Life which was 
merged later with the Cosmopolitan Life 
of Chicago, which failed. The National 
Aid of Indiana and the National Colored 
Aid were organized in 1930 in Indiana. 
It was these concerns which brought 
Littlejohn before the federal bar. Dur- 


ing all his career at: Springfield he was 
engaged in underground insurance op- 
erations, handling scaly and irrespon- 
sible companies. 





INDUSTRIAL 


FIELD NEws 





Massachusetts Act Construed 





Commissioner Harrington Interprets 
the Section That Relates to Medical 
Examination of Applicants 





Commissioner Harrington of Massa- 
chusetts has sent a letter to all the life 
companies, especially those writing in- 
dustrial insurance, with reference to 
medical examinations in which he con- 
strues Section 123 of Chapter 175, hold- 
ing that this provides for medical ex- 
aminations on industrial policies giving 
insurance whether singly or in the aggre- 
gate for more than $500. The section 
has been misconstrued to allow the is- 
suance of contracts on several policies 
for more than $500, provided no one 
issued was for more than this amount. 





Union at Richmond, Va. 


RICHMOND, Va.—A local of indus- 
trial agents affiliated with the American 
Federation of Labor is being organized 
in Richmond, Va. A large number of 
industrial agents, it is understood, have 
agreed to join the local. 


D. A. Christopher Dies 


D. A. Christopher, 57, for 18 years 
superintendent of the Prudential, Fort 
Wayne, Ind., agency until he was trans- 
ferred to Logansport, Ind., in 1925, died 
at his home near Holmesville, O. 


Missouri Industrial Results 


JEFFERSON CITY, MO.—Indus- 
trial life companies collected $20,655,260 
premiums and paid $5,863,119.72 losses 
and claims in Missouri last year, a study 
by the Missouri department shows. At 
the close of the year there were 2,589,031 
industrial policies in force in the state, 
for a total of $570,630,437, as against 
2,577,054 policies for $553,469,164 at the 
beginning of 1937. New policies issued 
in 1937 amounted to $130,035,722 and 








terminations totaled $112,874,448. Stipu- 
lated premium companies licensed in the 
state collected $150,000 industrial premi- 
ums and paid $46,154 losses. 


Observes 20th Year 


LITTLE ROCK, ARK.—A luncheon 
was tendered J. W. Cooper of the Met- 
ropolitan Life by members of the agency 
in observance of his 20 years with the 
company. Mr. Cooper is the first Met- 
ropolitan agent to complete 20 years in 
Arkansas. He was given a veteran’s 
emblem, and a gift from associates. 





Forty Years with Prudential 


Superintendent Wade H. Risser at 
Parsons, Kan., for the Prudential has 
completed 40 years of service. Mr. Ris- 
ser started in St. Joseph, Mo., in 1898 
where he remained until 1908 when he 
became an inspector working out from 
the home office. In 1914 he was ad- 
vanced to a superintendency at Parsons 
where he has remained until 1917 when 
he was sent to Kansas City, Kan. In 
1920 he was sent back to Parsons, where 
he has remained ever since. 


Arkansas Agents Meet 


PINE BLUFF, ARK.—Representa- 
tives of the Metropolitan in southeast 
Arkansas held a district conference here 
with S. H. Brown of this city, district 
manager, presiding. He announced all 
employes in the district would receive 
two weeks’ vacation with pay this sum- 
mer. Mr. Brown presented an emblem 
representing $50,000 combined ordinary 
life written the last year to A. E. Cross, 
Prescott, and an engraved pencil to C. 
W. Camp, Warren, who qualified as a 
star salesman. 








Miss Marion Haney, cashier at Atlantic 
City, N. J., for the Colonial Life, has 
started on her 20th year of service. 

J. W. Cooper was tendered a luncheon 
by the Norman E. Lisk agency at Little 
Rock as the first Arkansas employe of 
the Metropolitan Life to complete 20 





years of service. 








PaciFic COAST 


AND MOUNTAIN 





Standing Room Only Sign Is 
Hung in Special Dinner 





The “S.R.O.” sign is being hung out 
by members of the committee represent- 
ing all branches of insurance in charge 
of the “Carpenter-Goodcell” testimonial 
dinner to be held in San Francisco July 
19 for the purpose of wishing “God- 
speed” to Commissioner Carpenter and 
welcoming his successor, Rex B. Good- 
cell, who assumes his new duties July 
15. Mr. Carpenter is to become general 
manager of the Board of Fire Under- 
writers of the Pacific. 

Five hundred tickets have been sold 
and demands for more than 200 addi- 
tional are in the hands of the committee. 
Leland W. Cutler, vice-president Fi- 
delity & Deposit, president Golden Gate 
International Exposition, is to be toast- 
master, and Gov. Merriam, who ap- 
pointed both Mr. Carpenter and Mr. 
Goodcell to the office of commissioner, 
will be principal speaker. 


Bland in Los Angeles Talk 


Frank W. Bland of San Francisco, 
Pacific Coast manager of THE NATIONAL 
UNDERWRITER, addressed the home office 
agency of the Occidental Life of Los 
Angeles last Saturday, there being 65 
agents present. Ira C. Cunningham, as- 
sistant vice-president in charge of the 
agency, introduced Mr. Bland. Mr. 
Bland’s talks are both inspirational and 
educational. 

Cc. 8S. Schilling, general agent of the 
Ohio State Life at Newark, O., has com- 
pleted five consecutive years in the Ap- 











Plication-a-Week Club. 


George McAteer Is Chief 
Deputy in Washington 





OLYMPIA, WASH.—Commissioner 
Sullivan of Washington has appointed 
G. H. McAteer chief deputy and actuary. 
He succeeds F. E. Huston who resigns 
to become secretary and actuary of the 
American Life Convention with head- 
quarters in Chicago. 

Mr. McAteer is a native son of Wash- 
ington, a graduate of Gonzaga Univer- 
sity of Spokane, where he received an 
A.B. degree, majoring in mathematics. 
He continued this subject at the Univer- 
sity of Washington as a graduate stu- 
dent. He has been connected with the 
department for the past five years as 
chief examiner and assistant actuary. 
He is recognized widely as an efficient 
and competent insurance examiner. 





Los Angeles Dinner for Goodcell 


LOS ANGELES — Tentative plans 
were made at a meeting here by repre- 
sentative life, fire and casualty insurance 
men for a testimonial dinner to be given 
in Los Angeles to the incoming insur- 
ance commissioner, Rex B. Goodcell, 
some time late in August. 





Washington National New Office 


The Washington National with ex- 
ecutive headquarters at Evanston, III, 
is moving its Pacific Coast department 
to San Francisco to the Central Tower 
at Third and Market streets. The new 


modern equipment. L. B. Hoge is vice- 


president in charge. 


Emery with Crosby 

PORTLAND, ORE.—Frank L. 
Emery has joined the Ernest Crosby 
Agency. For many years Mr. Emery 
was manager of Bankers Life of Des 
Moines. In addition to life he will now 
also write general lines. 


CHICAGO 


RELIANCE MUTUAL LIFE FEAST 


The home office agency of the Re- 
liance Mutual Life of Chicago was en- 
tertained at a chicken feast one eve- 
ning at Maywood, IIl., there being 27 
salesmen in attendance. Manager R. 
E. Strenstrom of Kankakee, IIl., and 
H. E. Flanagan, Indianapolis manager, 
were present as guests and both gave 
inspiring messages. 

















JOHN DINGLE IS HOST 


John H. Dingle, head of the Dingle 
agency of the Massachusetts Mutual in 
Chicago, had a triple plated anniversary 
‘in the grounds of his home at Hubbard 
Woods, near Chicago, Saturday after- 
noon. July 1 was his birthday anniver- 
sary. A few days later was the end of 
the first year of the Dingle agency. Then 
July 9 was the marriage day for Assist- 
ant Manager R. S. Bernhard to Mrs. 
Fishman of Chicago. Mr. Dingle en- 
tertained the agency staff and their fami- 
lies. Refreshments were served on the 
grounds. Mr. Bernhard has made a 
reputation as a tax expert and is re- 
garded as an authority, especially in 
taxation as it involves the life insur- 
ance program. 





VAN GOLDMAN AGENCY OUTING 


The La Salle agency Prudential, Chi- 
cago, of which A. Van Goldman is man- 
ager, held an all day outing and golf 
tournament at the Briargate Country 
Club. Edward Hennessy acted as chair- 
man of arrangements, being assisted by 
Albert Roth and Robert Straus. A dele- 


gation from the group department 
and Dr. J. J. Jurgens of the 
medical unit were among __ those 


present. In the golf tournament Bertram 
Collier won low gross and Dr. Jurgens 
low net. Blind bogey was won by Wil- 
liam Hayes of the group department. 
Mr. Goldman in the evening entertained 
at his new home in Wilmette with cock- 
tails and dinner being served. 





LUSTGARTEN OFFICE IN LEAD 


With $1,359,456 paid volume in June 
and $6,176,677 in the first half year, the 
Lustgarten agency Equitable Society, 
Chicago, led all the Equitable’s Chicago 
agencies in June, was in the forefront 
nationally, and established a record of 
averaging more than $1,000,000 a month 
for the half year. June volume exceeded 
June, 1937, by about $400,000. John Mor- 
rell, often a national leader, again took 
first place country-wide for the six 
months and became the agency’s first 
“millionaire” this year. He paid for 
$577,500 in June with nine cases, total 
paid for in the six months being 
$1,040,750. Mrs. Emma A. Wolpert took 
second honors in June with $192,560 paid 
volume, and Louis Behr, third with 
$86,250. His six-months’ total is $866,000. 


Claim Double Protection 


Canadian company managers operat- 
ing in the United States report no diffi- 
culties regarding the fact that they 
represent a Canadian company. They 
feel that they have an especially good 
argument, inasmuch as Canadian com- 
panies have to deposit their United 
States’ reserves with a trustee and so 
if difficulties arose in Canada the United 
States policyholder would be safe- 
guarded. In addition if difficulties arose 
in the United States the Canadian home 
office would be in a position to protect 








suite will be fitted up with the most 


its policyholders in the United States. 
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~ News Asout Lire POLIcIEs 








BY J. H. 





RADER 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





—— 


Lineup on New Annuity Rates 





Twenty-nine Companies Make In- 
creases in Single Premium Cost—Fifty 
Reply They Do Not Intend to Change 





Approximately 150 companies are 
actively writing single premium life an- 
nuities at present. Replies from 94 of 
these to a questionnaire indicate that 29 
are increasing rates on single premium 
annuities; 15 have not decided whether 
a change will be made; 50 have definitely 
decided to make no change in the near 
future. Of the 29 companies that have 
announced changes, 23 have adopted the 
new standard table, two have adopted 
new participating rates, and four have 
made increases calculated on _ other 
bases. 

The questionnaire also asked if the 
annuity change was likely to be followed 
by revision of retirement income con- 
tracts and regular policy settlement 
options. Replies indicate that such 
changes will be made later in the year 
by the majority of the 29 companies 
making the annuity change. Very little 
consideration is being given to policy 
settlement changes by the other com- 
panies. 


New Standard Table 


Those companies that are using the 
Aetna Life, 


new standard table are: , 
Berkshire, Canada Life, Connecticut 
General, Connecticut Mutual, Conti- 


nental American, Fidelity Mutual, Guar- 
dian, Home, John Hancock, Mass. Mu- 
tual, Metropolitan, Mutual Benefit, Mu- 
tual, N. Y., National Life, Vt., National 
Reserve, New England Mutual, Penn 
Mutual, Phoenix Mutual, Prudential, 
State Mutual, Traveler’s, Wisconsin Na- 
tional, 

The companies adopting new partici- 
pating rates are: Equitable, N. Y., and 
New York Life. 

Companies that have promulgated 
new rates on some other basis are: 
Fidelity Union, Mid-Continent, Pacific 
National, West Coast. 


To Make No Change 


Companies that replied that they in- 
tend to make no change in the near 
future, are: 

Alliance, American Mutual, Ameri- 
can National, Bankers Life, Neb., Busi- 
ness Men’s Assurance, Capitol Life, 
Colo., Central Life, Ia., Central Life, 
Ill, Columbia, O., Dominion, Eureka- 
Maryland, Farmers & Bankers, Federal, 
Franklin, General American, George 
Washington, Great American, Tex., 
Great National, Guarantee Mutual, Gulf 
Life, Jefferson Standard, Kentucky 
Home Mutual, Lamar Life, Life & Cas- 
ualty, Life of Virginia, Manhattan, 
Michigan, Midland, Mo., Midland Mu- 
tual, National Fidelity, National Guar- 
dian, Northern, Can., Oregon Mutual, 
Pacific Mutual, Pan-American, Peoples 
Life, Pilot, Protective, Provident Life & 
Accident, St. Louis Mutual, Security 
Mutual, Neb., Shenandoah, Southeastern, 
Southwestern, State Farm, Sun Life, 
Md., United Benefit, Volunteer State, 

ashington National, Western Reserve. 





Manhattan Life Is Issuing 
Two New Contracts 





The Manhattan Life has placed on 
the market an annual renewable term 
Policy and a standard semi-endowment 
at 75. Premiums on the term form in- 
crease with each policy year until 
policy anniversary nearest insured’s 60th 
birthday, when the policy automatically 











converts to ordinary life. It may, how- 
ever, be converted at any age prior to 
60 without examination. Non-forfeiture 
values are given in the converted ordi- 
nary life policy, starting at the end of 
the first year after conversion. Age 
limits at entry are 21-55. 

The semi-endowment at 75 is avail- 
able to standard and sub-standard risks, 
ages 10-55. Premium rates and divi- 
dends for the two forms are illustrated 
below: 


Semi- Ann Semi- Ann 

End. Ren End. Ren 
Age at75 Term Age at75 Term 
20....$15.44 eke 38....$26.85 $10.24 
21.... 15.78 $ 8.07 $9.... 27.93 10.57 
22.00 BEI 8.21 40.... 29.07 10.97 
23.... 16.56 8.31 41.... 30.28 11.39 
24.... 16.98 8.41 42.... 31.57 11.89 
25.... 17.43 8.50 43.... 32.92 12.42 
abcas« BEGG 8.57 44... 34.35 13.02 
fleeces 1EAC 8.64 45.... 35.86 13.69 
28.... 18.95 8.71 46 37.45 14.41 
29.... 19.52 8.77 47 39.14 15.25 
30.... 20.15 8.85 48. 40.94 16.14 
31.... 20.82 8.91 49.... 42.82 17.14 
82.0206 21.06 8.99 50 - 44.82 18.22 
33.... 22.28 9.12 51 - 46.95 19.39 
34.... 23.10 9.29 52 49.20 20.72 
35.... 23.94 9.45 53 51.60 22.11 

36 24.86 9.69 54.... 54.18 23.6 
37 25.82 9.95 55.... 56.94 *25.37 
*Additional rates: Age 56, $27.23; 57, 
375-25" 58, $31.42; 59, $33.80; 60 and over 

yu, 
Dividend Scale 
Standard Semi-Endowment at 75 
Total 
20 

Ag 2 5 10 15 20 Yrs. 
[Aer $1.90 $2.15 $2.48 $2.81 $3.27 $86.17 
> | eee 2.13 2.39 2.76 3.24 3.85 85.30 
| ae 2.37 2.66 3.20 3.86 4.67 89.51 
a - 2.72 3.11 3.87 4.74 5.70 105.88 
C | A 3.27 3.83 4.85 5.88 6.85 142.16 
Ce 4.08 4.87 6.11 7.18 7.49 207.99 
We oreo 5.21 6.24 7.60 7.97 8.54 315.85 
ORs aces 6.74 7.94 8.60 9.30 10.42 472.24 

Annual Renewable Term 

6 or 
Age 2 3 + 5 Over 
ee $1.37 $1.42 $1.47 $1.52 $1.55 
1 Seer 1.45 1.48 1.53 1.57 1.63 
BOC coe ss 1.53 1.57 1.60 1.66 1.74 
| eae 1.68 1.75 1.83 1.94 2.11 
ee 2.03 2.18 2.32 2.51 2.75 
Mess ere 2.64 2.89 3.13 3.44 3.81 
DOs a eas ess 3.64 4.03 4.36 4.82 5.36 
i | See 5.10 5.65 6.14 6.73 ae 

Ann, Ren. Term Div. After Age 60 
Att. Att. Att. Att. 

Age $ Age $ Age $ Age $ 
61. .8.96 70..10.13 80..12.69 90..14.10 
65..9.29 75..11.44 85..13.65 95..14.15 





Increase Occidental’s Retention 


The Occidental Life’s board of di- 
rectors has voted to increase the reten- 


tion limit from $35,000 to $50,000, it is 
announced. 


Canada Life’s New Dividend 
Scale Is Announced 


TORONTO—Directors of the Can- 
ada Life authorized another increase 
in policy dividends, effective July 1 and 
applicable for the full dividend year. 
The increases are on a basis similar to 
those made a year ago. 

For policies issued at rates adopted in 
May, 1934, and for ages 35 and under, 
increases will be from 8 to 10 percent, 
while at older ages they will be higher. 
For example, at age 55 the increase will 
vary from 20 percent to 30 percent, de- 
pending on the plan. 

For annual dividend policies issued at 
premium rates in effect prior to May, 
1934, the increase will be approximately 
8 percent at younger ages and early dur- 
ations on the ordinary life plan. For 
older ages, longer durations and other 
plans, increases will be a little less than 
8 percent. 

Special dividends for annual dividend 
policies completing a five-year period 
will be 75 percent of the regular divi- 
dend at the end of the five-year period, 
whereas formerly they were 50 percent 
of such dividend. There will be no 
change in the interest on dividends and 
proceeds of policies left on deposit with 
the company, the rate remaining 3% 
percent. 











Northwestern Mutual Makes 
Annuity Rate Revision 





The Northwestern Mutual Life an- 

nounced to agents that it would revise 
its single premium annuity rates July 
15, the old rate scale for single premium 
life, cash refund and instalment annu- 
ity being discontinued the day before. 
The announcement did not say whether 
there would be an increase in consider- 
ations as has been put in effect by many 
of the eastern companies, but it is felt 
that the revision will be upward, prob- 
ably in about the same proportion as 
the other companies have increased their 
rates. 
_ Illustrative rates for the single pre- 
mium life annuity per $100 annual in- 
come are: Male—Age 50, $1,777.50; 60, 
$1,380; 70, $986; female—50, $1,966.80; 
60, $1,580.60; 70, 1,180.20. 





Sheldon C. Peck, of the mathematical 
correspondence department at the home 
office of the Mutual Benefit Life, has 
rounded out 45 years of service. Dr. 
Richard N. Connolly, bacteriologist, has 





rounded out 30 years of service. 











ASSOCIATIONS 


Virginia Holds Conference 
to Train New Local Officers 








A one day conference will be held 
by the Virginia Association of Life 
Underwriters at the Chamberlin Hotel, 
Old Point Comfort, July 16 to train 
and instruct newly elected officers, di- 
rectors and committee chairmen of local 


associations as to the functions and 
duties of their respective positions. 
There will be a panel discussion in 


which one man will lead the discussion 
and ask questions. Principal subjects on 
the agenda for discussion are meetings, 
membership, budget and finance. Lewis 
I. Held, Northwestern Mutual Life, 
Richmond, president of the state asso- 
ciation, will be chairman. This will be 
the first meeting of the kind to be 
staged by the organization. 





San Francisco Association to 


Aid Educational Effort 


SAN FRANCISCO—Public relations 
and extension of educational activities in 
schools, in line with the program of the 
California State Association of Life Un- 
derwriters, is to be the keynote of the 
incoming administration of the San 
Francisco Life Underwriters Associa- 
tion, headed by V. T. Motschen- 
bacher, manager Sun Life, the new 
president, R. R. Roberts, general 
agent State Mutual, Los Angeles, 
is chairman of the state body’s educa- 
tional committee. Mr. Motschenbacher 
appointed N. F. Davis, general agent 
Guardian Life, to cooperate with Mr. 
Roberts. Mr. Davis has been chairman 
of the local educational committee. 

Directors who serve as chairmen of 
standing committees are: Aitendance: 
D. A. Hampton, Provident Mutual; 
budget, Paul Webber, Lincoln National; 
business practice: A. Gallagher, Pruden- 
tial; civic relations, A. Deutsch, 
Equitable; educational, L. H. White, 
Nonsthwestern Mutual; legislative, A. S. 
Holman, Travelers; membership, H. V. 
Montgomery, State Mutual; program, 
H. K. Cassidy, Pacific Mutual; public- 
ity, Paul Garcia de Alva, Phoenix Mu- 
tual; research, G. S. Hauck, National of 
Vermont; and speakers, J. M. Hamill, 
Equitable Society. Mr. Hamill is na- 





| tional executive committeeman. 


Plans are being made for active co- 
operation with the insurance group of 
the National Association of Credit Men 





MANUFACTURERS 


Built on Sound Principles 


For more than 50 years the growth and progress of the 
Manufacturers Life has been based on rigid adherence to 
the principles of Life Insurance and a complete appreciation 
of the problems of agency building. Our organization in the 
United States is growing soundly to a position of ever- 


increasing prominence. 


INSURANCE AND DEFERRED ANNUITIES IN FORCE 
556 MILLION DOLLARS 
ASSETS EXCEED 154 MILLION DOLLARS 


LIFE 


INSURANCE COMPANY 


HEAD OFFICE 
TORONTO, CANADA 
Established 1887 





20 


FieNATIONAL UNDERWRITER 


July 15, 1938 








recently formed in San Francisco, head- 
ed by R. L. Ellis, assistant vice-presi- 
dent Fireman’s Fund. 


Miss Summy Made President 
ST. JOSEPH, MO —Miss_ Helen 


Summy, Equitable Society, who has 
been very prominent in the Women’s 
Division of the National Association of 
Life Underwriters, has been elected 
president of the St. Joseph association. 
Other officers are: Vice president, G. G. 
Phillipps; secretary-treasurer. Frank 
Crum; directors, M. C. McWilliams, im- 
mediate past president; P. C. French, 
R. R. Keath, W. B. Collett, Charles Lee 
and B. M. Calkins. 


Milwaukee.—The annual picnic was 
held at Beaver Lake this week. In an- 
nouncing the event, Aubrey Comey, Kan- 
sas City Life, chairman, suggested that 
members “Forget ‘Principles and Prac- 
tices of Rebating’ by our recent guest 
speaker, Oswald Zilch, C. P. U. (certified 
punk underwriter). Throw away your 
notes on ‘Twisting Today’ by Jake Lyn- 
bere, member of the famous Million Dol- 
lars Cancelled Club. Hop in your bus 
or thumb your way westward to the 
1938 Picnic.” The Milwaukee General 
Agents and Managers Association pro- 
vided 20 prizes, awarded to winners of 
sports at the dinner which concluded the 
outing. 


Jonesboro, Ark.—C. M. Mack, assistant 
manager Metropolitan was elected presi- 
dent. Other officers elected are: Julian 
James, special agent Equitable Society, 
vice-president; Mrs. Iona Mullinix, Aetna, 
secretary-treasurer. 

Powell Stamper, sales promotion man- 
ager National Life & Accident, immedi- 
ate past president, was the guest 
speaker. 

An attendance and new 
drive will be staged. 


membership 


Springfield, Mo.—New officers elected 
are: J. S. Buckner, Franklin Life, presi- 
dent; C. K. Martin, Equitable Society, 
first vice-president; W. D. Huff, Aetna 
Life, second vice-president; E. V. Eckles, 
Texas Prudential, secretary-treasurer. R. 
A. Sullivan, Central Life of Iowa, is na- 





tional and state committeeman. The 
board of directors consist of W. H. Cole- 
man, Lafayette Life; H. F. Coonrod, 
Northwestern National Life; J. A, Maher, 
Metropolitan; C. A. Russell, New York 
Life; I. V. Ewing, United Benefit Life. 
Mr. Coonrod is chairman of the program 
committee; Mr. Huff, finance; Mr. Sulli- 
van, meetings; Mr. Maher, business 
standards and conservation; Mr. Russell, 
education and publicity; Mr. Coleman, 
by-laws and legislation. 


Halifax, N, S.—A. G. Nairn, Toronto, 
field secretary Canadian association, re- 
ferring to improving agency contract, 
said, “the personnel must be made com- 
parable to the product we sell.” He 
criticised the Dominion government an- 
nuity rates, stating that by selling at 
the present rate the government is 
losing $5,000,000, which is an added 
burden to the taxpayer. 


Sacramento, Cal. — New officers are: 
President, Melville Newfield, Equitable 
Life of Iowa; vice-president, R. O. Morti- 
more, Massachusetts Mutual; secretary- 
treasurer, T. G. Elwert, Travelers; ex- 
ecutive committee, J. F. Gerdes, Gilbert 
Ball, R. B. Cooper, R. E. Murphy, 
Richard Cohn and B. M. Walker. 


South Bend, Ind.—William Klusmeier, 
Western & Southern Life, has been re- 
elected president; G. F. Cooper, Trav- 
elers, vice-president; C. A. Steis, Minne- 
sota Mutual, secretary and treasurer, 
succeeding H. L. Hodgen, Equitable of 
Iowa. New directors are Argyle Brown, 
Mutual Life of New York; R. H. Kroemer, 
Equitable Society; F. A. Morse, North- 
western Mutual; H. L. Maza, Metropoli- 
tan, the latter succeeding D. W. Harris, 
former president who died June 10. 


Beloit, Wis.—The Rock County asso- 
ciation recently organized by agents of 
Beloit, Janesville and other cities in this 
county as an affiliate of the Wisconsin 
and National associations, has adopted 
by-laws and elected officers: President, 
W. J. Tucker, Travelers, Beloit; vice- 
president, W. J. Snively, Northwestern 
Mutual, Janesville; secretary, Chester 
Nehling, Aetna, Beloit, and treasurer, 
Harold Myhre, Old Line Life, Janesville. 
Directors are George Perring, Mutual of 
New York, and C. Kindschi, of Beloit; 
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and George Yahn, New York Life, and 
W. G. Lathrop, Travelers, of Janesville. 
Meeting places will alternate between 
the two cities. 


Northern New Jersey.—There will be 
no meetings during the summer months 
but the executive committee will hold 
periodic meetings to make plans for an 
active fall and winter season. It is 
planned to open the fall season with a 
dinner meeting attended by wives. 


Racine, Wis.—Officers elected are: 
President, Wallace Cheesman, Aetna Life, 
reelected; vice-president, I. H. Solomon, 
Metropolitan, reelected, and secretary- 
treasurer, Anton Napoli, Penn Mutual, to 
succeed Verne Huber, Northwestern Mu- 
tual, who was named secretary of the 
state association in May. The associa- 
tion here, organized early this year, 
since opening its meetings to agents in 
Kenosha and other nearby cities may 
adopt the name Racine & Kenosha 
Counties Association of Life Under- 
writers, 


New Officers elected 
of Sharon, Provident 
Walter Van, 
and Thomas 
York, 


New Castle, Pa. 
are John Vance 
Mutual Life, president; 
Prudential, vice-president, 
I, Elliott, Mutual Life of New 
secretary-treasurer. 


Dayton, 0.—T. A. Lind has been named 
president, David S. McPherson is vice- 
president, Louis Kratzer,  secretary- 
treasurer, and Clare Sharkey, L. A. Dein- 
inger and Lewis Clark, directors. 


Missouri—With five of the local asso- 
ciations past their quota for 1938 mem- 
bers, James Callahan, president of the 
Missouri association, has expressed con- 
fidence that the total membership in the 
state will approximate 1,250 before the 
special drive is concluded. Early returns 
show the state with 1,151 members, but 
President Callahan said he expected at 
least 100 additional members to join 
during July. Kansas City now has 259 
members and St. Louis 624. 

The local associations that have al- 
ready passed their national association 
quotas are Springfield, Hannibal and St. 
Joseph, while Sedalia and Columbia have 
reached their quotas. W. L. Coonrod of 
Springfield is chairman of the state as- 
sociation’s membership committee. 


Tacoma, Wash.—Earl McCroskey, man- 
ager Northwestern Mutual Life, was in- 
stalled as president. Earl Garretson 
was named vice-president; L. R. Krause, 
secretary-treasurer. Directors are Darth 
B. Ludwick, W. W. Cavenaugh, Fred 
Mackle, Dudley Stair and C. L. Hurlburt. 
C. K. Sundstrom, cashier New York Life, 
reviewed “Recent Court Decisions on 
Life Insurance as Affected by Commu- 
nity Property Law.” 


Southeastern Towa—John Hird, man- 
ager Prudential at Burlington, took office 
as president at the monthly meeting at 
Burlington. Carl Madden, Davenport 
general agent Penn Mutual Life, spoke 
on ‘Implied Consent.” 


Hutchinson, Kan.—At a recent meet- 
ing all officers were absent from the city 
so those in attendance called an elec- 
tion and renamed them for another year. 
Since no advance notice was given of 
the election, there seems to be some 
question as to its legality and President 
J. E. Conklin reports that an official 
election is to be held at the next meet- 
ing 


Salt Lake City, Utah—President F. J. 
Wagstaff met with former officers and 
his official family to map out plans for 
the season’s work when the association 
meets in September. Standing commit- 
tecs were also named and Joseph V. 
Smith, New York Life, was named 
librarian. There will be no field day in 
August, but in all likelihood a banquet 
will be held in November. 


Portland, Ore.—John N. Adams, gen- 
eral agent Aetna Life, is elected presi- 
dent; L. J. Beaucage, Equitable of Iowa, 
vice-president; S. R. Strong, State Mu- 
tual Life, secretary-treasurer. The new 
directors are A. F. Parker, New England 
Mutual; G. A. Knutsen, Mutual Life of 
New York; W. B. Coombs, Northwestern 
National Life, and Mr. Strong. When 
Mr. Adams was transferred to Portland 
he was vice-president and chairman of 
the board of the Philadelphia association 
and previous to that had served it for 
three terms as treasurer. He was chair- 
man of the Portland sales congress and 
he was the father of the idea that man- 
agers of the northwest sponsor a two- 








Banquet Speaker 





CLARIS ADAMS 


Claris Adams, president Ohio State 
Life, will be the banquet speaker at 
the 25th anniversary celebration of the 
Ohio Insurance Federation in Columbus, 
July 15. 








day sales conference, which was held at 
Longview May 5-6. The hold-over mem- 
bers are H. I. Shoff, Prudential; C. W. 
Twining, Jr., New York Life; J. S. Green, 
Capitol Life, and Mr. Beaucage. 


Knoxville, Tenn.—New officers elected: 
President, Harry Watson, Connecticut 
Mutual; Vice-president, Cameron Brack- 
ney, Lincoln National; Secretary-treas- 
urer, Emmett Hoge, Massachusetts Mu- 
tual; National committeeman, Fred 
Hamilton, Mutual Life of New York; 
State committeeman, Henry White, 
Massachusetts Mutual. “Directors: L. F. 
Pratt, Penn Mutual; C. P. Biddle, Equit- 
able of New York; Gordon Garlington, 
Provident Mutual; James Kiger, Pruden- 
tial; C. B. Lynch, Travelers; and John 
Thornton, Phoenix Mutual. 


Los Angeles—A committee has been 
named to sponsor candidacy of J. W. 
Yates, California representative Massa- 
chusetts Mutual Life, for election as 
trustee of the National Association of 
Life Underwriters at the annual con- 
vention in Houston, Tex., Sept. 19-23. 
The committee consists of W. T. Shepard, 
general agent Lincoln National Life, 
chairman; Alex Dewar, general agent 
Equitable of New York, and J. R. Mage, 
Northwestern Mutual. 


Greensboro, N. C.—A. P. Mulligan, dis- 
trict manager Metropolitan, has been 
named president, succeeding W. J. Ber- 
stein, manager Prudential. 


George J. Paradis, 58, special repre- 
sentative of the Reserve Loan Life, died 
at the wheel of his car while driving 
along the Dallas-California highway 
near Opal City. 


* 
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Toronto Program Is Shaping 





Project to Set Up “FIC” Designa- 
tion and Educational Plan May Come 
Up 





The program is shaping for the annual 
meeting of the National Fraternal Con- 
gress to be held in the Royal York 
Hotel, Toronto, Aug. 22-25. Mrs. Dora 
Alexander Talley, head of the Wood- 
men Circle, C. president, and 
C. L. Biggs, recorder Maccabees, the 
vice-president, were in Chicago con- 
fering with Foster F. Farrell, secre- 
tary-treasurer and manager. 

The officers plan to arrive early in 
Toronto. An executive session prob- 
ably will be held Aug. 21 and another 
meeting tentatively is scheduled for the 
Saturday before. 

Mr. Farrell sent out reservation cards 
to member societies. Convention rates 
at the Royal York are $4 a day for sin- 
gle room and $3 per person daily, two 
in a room. 

Arrangements have been made for a 
special train or sleeping car over the 
Michigan Central-Canadian Pacific route 
via Detroit at special round trip sum- 
mer rates. 

The Fraternal Field Managers Asso- 
ciation will hold a meeting in Chicago 
July 15 on the project to create an 
F. I. C. (fraternal insurance councillor) 
degree similar to the C. L. U. of com- 
mercial companies. Arthur Colvin, Fi- 
delity Life, Fulton, Ill. is president. It 
is anticipated that the project will be 
whipped into shape for final presenta- 
tion at Toronto and that it will be ap- 
proved there to be put in effect without 
delay. 

The idea has been field-tested for 
some time in a number of fraternal life 
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insurance educational courses in con- 
junction with universities. Society lead- 
ers have high hopes that it will serve 
greatly to improve the character of rep- 
resentation in the field. It is also seen 
as a constructive public relations step 
calculated to teach the public, through 
society representatives, the fundamental 
differences between fraternal and com- 
mercial life insurance, and to assure the 
permanency of the former. 


Fraternal America On Parade 


Significant Feature of the Golden 
Gate International Exposition at San 
Francisco is Arranged 











The part played by fraternal organi- 
zations in the American scene will be 
one of the most significant features of 
the 1939 Golden Gate International Ex- 
position in San Francisco Bay. 

“Fraternal America” will be the title 
of this unusual exhibit, which will show 
graphically and with intense public ap- 
peal the part that fraternal organizations 
are playing and have played in American 
life. Present plans provide that the 
“Fraternal America” exhibit will be 
placed directly opposite the Ford build- 
ing, strategically near two principal en- 
trances to the Fair. 

More than 30,000,000 people in the 
United States are said to be directly 
affiliated with these organizations. See- 
ing these exhibits, they will be able to 
get a picture not otherwise possible of 
the work their own and other societies 
are doing. 

Models of invalid homes, parades by 
crack drill teams, colorful ritual, and 
other illuminating facets of the fraternal 
picture will be presented. 

Fraternal leaders who are assisting in 
the plans point out that this is the first 
time in the history of the fraternal move- 
ment in the United States that a co- 
ordinated fraternal program to carrv the 
message of “Sound Insurance—Plus” 
has been undertaken. 





Government Drops Charges 
Against Six Men 





FORT DODGE, IA.—The U. S. gov- 
ernment will dismiss cases against five 
persons accused of using the mails to 
defraud in connection with the charge 
of taking $300,000 secret commissions 
for arranging merger in 1931 of the 
Modern Brotherhood of America and 
Independent Order of Foresters, To- 
ronto, W. B. Danforth, assistant U. S. 
attorney, announced. A: federal court 
jury in 1936 convicted the five defend- 
ants, each being sentenced to two years 
in Leavenworth penitentiary and fined 
$10,000, but last summer a federal cir- 
cuit court of appeals reversed the case 
and ordered retrial, holding proof of an 
improper arrangement had been estab- 
lished but the government had not proved 
the: scheme charged in the indictment. 
It is reported the case was dropped be- 
cause of difficulty in reassembling evi- 
dence. 

The defendants are: Albert Haas, 
Mason City, Ia.; Dr. W. P. Curtis, Chi- 
cago; F. C. Parnell, Boscobel, Wis.; 
W. A. Knight, Battle Creek, Mich, and 
C. A. Parks, Chicago. 


Callahan 48 Years on Job 

J. M. Callahan, of Milwaukee, secre- 
tary Catholic Knights of Wisconsin, 
July 10 celebrated the 48th year as state 
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A New Monthly Income Disability Certificate is now 
being issued by the Independent Order of Foresters, 
an organization that has made a feature and success 
of issuing certificates, with Disability Benefits, based 
on its experience of over half a century. 


r the business man, that fits well 
when disability is more common. 


after nearly sixty years” experience in the success- 


Total and Permanent Disability 


Benefits, The Independent Order of Foresters 
issues this new, all-embracing protective certi- 


beyond the scope of ordinary insurance protection 
—it insures some income in the event of total and 
permanent disability. 


of strenuous living, fast travel and automobile 


the disability hazard has become 


real to an extent never before experienced. The 
wise man will fortify himself against this risk; 
keeping in mind, that it will not always be the 
other fellow who gets hurt or incapacitated. 
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secretary with the fraternal. The order 
was organized Jan. 15, 1885, at Green 
Bay, and five years later at a conven- 
tion in Waukesha, Mr. Callahan was 
elected to his present post. Since 1923 
headquarters have been at 812 East 
State street, Milwaukee. He is called 
the dean of fraternal society officers in 
the United States and Canada. 


Maccabees’ 60th Jubilee 


The Maccabees of Detroit will observe 
its 60th anniversary Aug. 6-7 at London, 
Ont., where it was founded, Aug. 7, 1878. 
The building in which it first started 
is still standing. It was marked with 
a memorial plaque 10 years ago when 
the golden anniversary. was celebrated. 
There will be a junior pageant on the 
afternoon of Aug. 6 followed by exhibi- 
tion and competitive drills. In the eve- 
ning there will be a banquet and the 
chief speaker will be E. W. Thompson, 
supreme commander of the fraternal. 


Hough Honored at Rally 


SANDUSKY, O—H. H. Hough, 
Toledo, Ohio district manager Gleaners 
Life, was awarded a silver trophy in 
recognition of business gains at a three- 
day convention attended by 75 field mén 
from Ohio, Michigan, Indiana, and IIli- 
nois. 


Plan Salt Lake Regional 


The Woodmen Circle will hold its 
third regional meeting of the year in 
Salt Lake City, Oct. 16-18, attended by 
all national directors. Mrs. Eva Fergu- 
son Shaw is regional director. There 
will be work schools of instruction for 
field workers, demonstration of ritualis- 
tic work, including class initiation, spe- 
cial degree and a pageant. 

The Central regional meeting was 
held in Oklahoma City recently, and 
the eastern regional at Louisville. 


Des Moines Camp Meets 


DES MOINES—Two national offi- 
cers of the Woodmen of the World, 
Omaha, attended a meeting of the Des 
Moines camp here. They are R. E. 
Miller, national director, and Major J. 
B. Lyon, national drillmaster. Major 
Lyon staged a drill contest in which 
teams entered from several Iowa towns 
which are preparing for the W. O. W. 
day at the Iowa Centennial, Aug. 27 in 
Council Bluffs. Several head camp offi- 
cials also attended, including A. E. 
Chidester, Ottumwa, head consul; Hor- 
ace Moffett, Boone, head advisor; A. B. 
Porterfield, Greenfield, head clerk; Otto 
Rief, Arcadia, head banker; E. C. Dean, 
Mapleton, head escort; and W. F. Hees- 
sel, Creston, head watchman, officiated 
in degree work. 








Benz Fond du Lac Speaker 


A. O. Benz, Appleton, Wis., president 
Aid Association for Lutherans, was 
guest speaker at the weekly meeting of 
the Kiwanis Club of Fond du Lac, Wis. 
The principle of saving as an assurance 
against starvation in the biblical days of 
Joseph, said Mr. Benz, was the fore- 
runner of modern life insurance, he said. 


NEW YORK 


Larkin Agency Outing 

The Larkin agency of the Connecti- 
cut General Life in New York City held 
an outing at Crescent Athletic Club, 
Huntington, L. I, as a result of ex- 
ceeding its quota in the May accident 
contest. The agency wrote more con- 
test business than any other agency in 
the company, both as to volume and 
number of cases. Despite the rainy 
weather, more than half of those on the 
outing played golf. 


Harmelin Anniversary Drive 
The Arnold Harmelin agency of the 


Columbian National Life in New York 
City has begun a business drive in- honor 

















Big Producers Join Bender 





ISIDOR HIRSCHFELD 


NEW YORK-—Isidor Hirschfeld and 
Samuel Dublirer, both of whom have 
notable records of personal production, 
have joined W. H. Bender, Jr., who last 
month became general agent in New 
York City for National Life of Ver- 
mont. Mr. Hirschfeld and Mr. Dublirer 
were associated with Mr. Bender when 
the latter was manager in New York 
City for the Equitable Society, Mr. 
Dublirer having been assistant manager. 

Mr. Hirschfeld, a life member of the 
Million Dollar Round Table, joined the 
Equitable in 1920. In 18 years he ex- 
ceeded $1,000,000 a year in personal busi- 
ness 13 different times. For a period of 
seven years he served as an agency man- 
ager but gave up these duties to devote 








SAMUEL DUBLIRER 


his entire energies to his “estate organ- 
izing’ work which has won him great 
prestige. He is known as one of the 
most conscientious and painstaking life 
agents and works long hours at a high 
rate of efficiency. 

Mr. Dublirer, who became connected 
with the Equitable in 1927, has been a 
highly successful: personal producer in 
addition to acting as assistant manager, 
averaging about $700,000 a year in per- 
sonal business. He is an expert on busi- 
ness life insurance, a line for which he 
was well prepared by a wide experience 
as a sales and advertising executive in 
the mercantile field. He has an excep- 
tional record of bringing competent 
agents into the life insurance business. 








of Mr. Harmelin’s birthday. The cam- 
paign was inaugurated at a luncheon, at 
which it was announced that the 
Harmelin agency led the Columbian Na- 
tional for the first half year. 


Bars Confidential Information 


Because of the New York state law 
barring physicians from revealing con- 
fidential information imparted to them 
‘by patients the Metropolitan Life was 
unable to make use of evidence which 
would have sustained its contention that 
an assured had suffered a serious illness 
within two years prior to the issuance 
of an industrial policy. This was the 
decision of the appellate term of New 
York supreme court in the case of Susie 
Sangiullo against the Metropolitan. It 
upheld the verdict of the trial court. 

Two policies were involved, each con- 
taining a provision that “if the insured 





within two years of the date hereof had 
been attended by a physician for any 
serious disease or complairt, the com- 
pany may declare this policy void.” The 
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liability under these circumstances 
would be limited to return of premiums 
paid. The Metropolitan attempted to 
show that the assured had been ill and 
in a hospital for two weeks and was at- 
tended by various doctors. 


Curbs Disability Faking 

U. S. Attorney L. Hardy has rounded 
up another batch of disability recipients 
and others accused of organized disabil- 
ity faking. This is a continuation of the 
drive made some months ago and which 
resulted in not only a drop in question- 
able disability claims presented but in a 
much more reasonable attitude on the 
part of juries. A local judge was quoted 
as saying that it is now almost impos- 
sible for a claimant to get a favorable 
jury verdict in a disability suit. 








Unity Life in New Home 
COLUMBIA, S. C—The Unity Life 

now occupies its new home, recently 

completed at 1316 Washington street. 

















July 1 














july 15, 1938 





LIFE INSURANCE EDITION 











Social Security Survey 
Yields Sales Ammunition 








NEW YORK — Figures on the de- 
pendent status of the large majority of 
persons beyond age 65 are among the 
agent’s most valuable aids in shocking 
the prospect out of his customary com- 
placency and getting him excited about 
providing for his old age. The federal 
social security board has just come out 
with a comprehensive and thoroughly 
documented study showing in detail how 
pitifully few older persons can really 
consider themselves self-dependent and 
how broad the market should be for re- 
tirement insurance coverage. wae 

The study was made by Marjorie 
Shearon of the social security board’s 
bureau of research and statistics and 



















poe appears in the current issue of a new 
f the publication of the board, “Social Secur- 
¢ life J ity Bulletin. 

high Bares Average Man’s Improvidence 
ected The survey bears out in a striking but 
een a accurate manner the failure of most 
er in people to make any adequate provision 
ager, for the time when they will no longer 
per be able to work. Using exact figures 
busi- where possible and close estimates for 
h he other figures, Miss Shearon gives the 
ience total number of persons 65 and older 
ve in in the United States as 7,816,000 as of 
XCep- Jan. 1, 1937. Of this number only 35 
etent percent are self-dependent, and this in- 


SS. cludes approximately 1,000,000 who are 
still employed or otherwise supported 


through their current earnings. : 
this 


InCes Leaving out of consideration 
lums group who are still on the job and who 
d to constitute 12.8 percent of the total num- 
and ber of persons 65 and older, the num- 
S at- ber who are retired and self-dependent 
by reason of savings, real estate, securi- 
ties, federal, state, and municipal pen- 
sions, private industrial pensions, trade 
union pensions and other private pen- 
nded sions and individual annuities purchased 
ents from insurance companies account for 
abil- 22.3 percent of the total population 65 
fi or older. 
oa Investments Support 15 Percent 
in a Those who are dependent by reason 
the of savings, real estate, or securities are 
oted put at 15 percent of the total number 
pos- of persons 65 or older. Federal, state 
able and municipal pensions; private indus- 
trial pensions (includng group annuities 
underwritten by life companies) trade- 
union pensions, and other private pen- 
, sions account for about 4.5 percent of 
Life the total, while annuities purchased from 
ntly life companies are given as 2.6 percent 


of the total. ; 

From the insurance viewpoint, one is 
struck by the relatively small number 
of those receiving income under individ- 
ual annuities (204,000) as compared with 
those whose self-dependency is based on 
savings, real estate, or securities (1,172,- 
000). Other varieties of pensions are 
more or less automatic but the two 
Classes just mentioned contain all of 
those 65 or over who have through their 
own initiative and diligence built up 
their own financial independence. 


Includes Inherited Wealth 


The two groups, of course, include 
many who have inherited wealth or have 
een given annuities. It is also true that 
Many who are listed as self-dependent 
by reason of their accumulations either 
independently or through annuities, are 
actually partially dependent on others 
even though they have some income 
Tom property, savings, or investments. 
or example, the 204,000 annuitants had 
an average amount payable per year of 
only $370—not exactly a luxurious in- 













come. Miss Shearon of course estimates 
that possibly one-half of those listed as 
self-dependent are partially dependent 
upon friends and relatives for a more 
comfortable living and receive some aid 
in the form of food, clothing, shelter, 
spending money, medical care or recrea- 
tion. 

Thus it appears that even including 
the comparatively large number who are 
still working at age 65 only one out of 
three is even nominally self-dependent 
while those who are completely self-de- 
pendent are probably nearer one in six. 
In addition, there is the likelihood that 
those who are self-dependent because of 
savings and investments will become de- 
pendent as their resources are used up. 
It is also reasonable to assume that a 
large percentage of those who are self- 
dependent by reason of current earnings 
will become wholely or partially depend- 
ent when they stop working. 


Problem More Acute 


That the problem of older persons 
has become steadily more acute since 
the offset of the depression is indicated 
by the fact that the 1930 census reported 
2,200,000 persons aged 65 and older as 
being engaged in gainful occupations 
while the most accurate current estimate 
is 1,015,388. 

Miss Shearon gives six reasons for 
this decline in the number of older per- 
sons gainfully employed: Permanent 
loss of employment during the depres- 
sion by persons in their 50s and 60s, 
failure of industry to reemploy older 
unemployed persons who, but for the de- 
pression, would have remained at their 
jobs; increased competition for jobs by 
younger workers; industry’s demand for 
younger, stronger, more adaptable work- 
ers, especially in mechanized trades; 
fixation in the public mind of 65 as the 
age at which voluntary or involuntary 
retirement should take place and after 
which persons are usually adjudged “un- 
employable”; and underwriting require- 
ments of group insurance schemes which 
militate against older workers. 


Savings Are Scant 


Miss Shearon’s statements about sav- 
ings and other accumulations of wealth 
should be an eye-opener to those who 
are confident of their ability to do their 
own saving and investing, particularly 
those who are lured by the idea of buy- 
ing term insurance and building up their 
own investment element. 

“Taking the country as a whole, there 
is strong evidence that four-fifths of the 
entire adult population has on the aver- 
age about $250 per capita accumulated 
wealth and, therefore, cannot be self- 
supporting, except for a short period, 
by reason of savings, interest, rents, 
dividends, receipts from insurance (ex- 
clusive of annuities), or proceeds from 
the sale of owned property,’ Miss 
Shearon states. 


Estates Averaged $250 


“Estate data analyzed for the period 
from 1912 through 1923 indicated that 
four-fifths of all adults dying during 
those years had estates of an average 
value of approximately $250. Presum- 
ably, therefore, more than four-fifths of 
all persons 65 and over have wealth of 
less than $250, for most of them have 
passed the period of accumulation and 
are drawing on past savings. 

“This tapering off of savings as age 
advances leads us to assume that prob- 
ably about 85 percent of the aged have 
total accumulated wealth or capital 





(savings, securities) in an average 
amount of about $250, an amount en- 
tirely inadequate to provide an independ- 
ent living during old age and that only 
15 percent have capital resources aver- 
aging more than $250. That the wealth 
of the aged is necessarily small is fur- 
ther indicated by the fact that nearly 
three-fifths of all persons reported to be 
65 or over in the 1930 census were in 
the older age group of 70 or over. In 
this group employment is markedly cur- 
tailed and savings are small or non-ex- 
istent. Even possession of real estate, 
as home or investment, may not keep 
an otherwise penniless aged person from 
destitution.” 


Statistics Shown in Detail 


Following is a tabulation showing the 
status of the 7,816,000 persons aged 65 
and older in the United States: 


A. Self-dependent 
By reason of: 


Number Pct 
1. Current ccpagnes. 1,000,000 12.8 
2. Savings, real es- 
tate, tearition.. 1,172,000 15.0 
3. Federal pensions. 104,000 1.4 
4. State pensions.... 24,000 3 
5. Municipal pensions 42,000 5 
6. Private industrial 
pensions ......... 150,000 1.9 
7. Trade-union pen- 
RUE certeaa deus 10,000 1 
8. Other private pen- 
SEGNE Siwcscuceces 25,000 3 
9. Insurance annui- 
SUG ia beatae denn ce 204,000 2.6 
10. Other resources... 15,000 2 
Total self-dependent..... 2,746,000 35.1 


B. Dependent: 
1. Supported wholly or 
Partially by public 
or private social 


era 1,590,006 20.3 
2. Dependent on friends 
and relatives (wholly 
or almost wholly).. 3,480,000 44.6 
Total dependent......... 5,070,000 64.9 





Do Sales Work in Morning 
During Summer Months 





“Jumping Up~ Summer Production” 
was discussed by Frank C. Wigginton, 
agency manager Bankers Life of Iowa 
and néwly elected president of the Pitts- 
burgh Life Underwriters Association, 
at the annual meeting of the New Castle 
branch of the Pittsburgh association. 

He pointed out that the underwriter 
must decide his objective for July and 
August and then bend his effort to 
reaching that objective. Physical fitness, 
proper diet and suitable clothing for the 
hot summer months help in keeping the 
agent at top efficiency during the hot 
period, he said. 

He suggested that during the hot 
weather the hard work of selling be done 
during the morning hours and service 
work in the later hours of the day. He 
stated that the life insurance man who 
wishes to keep up summer production 
should take into account the fact that 
certain lines of business, such as road- 
side stands, ice cream parlors, gasoline 
stations, hotels and ice plants do their 
best business during the summer and 
therefore furnish better prospects for 
the seller of life insurance. 


SALES SHORTS 


(From the Acacia News) 








In buying life insurance, you are not 
spending more money, you are saving 
more money.—J. Holstead, Richmond. 

* * * 


It is a mistaken kindness to provide 
so well today that no provision can be 
made for tomorrow.—G. J. Griffin, Den- 
ver. 

* * x 

Your wife needs protection more after 
the age of 50 than ever before. Why 
leave her to the children?—Joseph G. 
C. Dooley, Pittsburgh. 









ales Ideas and Suggestions 








Life Insurance Is Best 
Business to Be In 





“Never has it been demonstrated as 
forcibly as today that the life insurance 
business is the best business any man 
can be in,’ declared A. L. Dern, vice- 
president and director of agencies of the 
Lincoln National Life, at a regional 
sales meeting at Mackinac Island. 

“Let us take a look at some other 
lines of salesmanship. For instance, 
take the steel business or the building 
trades. With steel mills running under 
30 percent of capacity and with the 
building trades down to less than half, 
it is obvious to all that the steel man’s 
prospects or the building material sup- 
ply salesman’s customers have disap- 
peared to quite a large degree. The 
important thing is that these salesmen 
have no other place to go for business. 
Now if a life insurance man happened 
to have been working in the building 
trades or among steel men, his custo- 
mers too are much fewer. But if he 
possesses the right ingenuity he can 
adapt himself to other lines and find 
prospects who are not as hard hit or 
not at all. It is conceivable that he 
may even do better than ever. This 
seems to me to demonstrate in a most 
convincing manner how fortunate we 
are to be in the life insurance business 
where we have the opportunity to re- 
adjust ourselves to those customers 
who have the ability to buy.” 








Success Factors Needed 
By Salesman Outlined 


Whitfield Ford, Valadosta, Ga., dis- 
trict manager of the Mutual Life of New 
York, discussed life insurance as a 
career before the Savannah agency’s 
convention. The successful agent must 
have absolute integrity, ability to sell 
ideas and willingness to work, said Mr. 
Ford. He must have a trained business 
head as he can’t be vague about insur- 
ance and sell it. He must develop the 
ability to meet and understand all kinds 
of people. This is an era of selling life 
insurance preparedness, said Mr. Ford. 
Serving a clientele is not easy. The 
agent should remember that it is not 
“what you are going to get,” but “what 
you are going to give” that gets results. 
The average sized policy of all com- 
panies is $2,500 so the new man must 
not expect to confine his sales to large 
policies. In approaching a prospect the 
agent should fit the need and put his 
finger on the prospect’s emotional pulse, 
talk of what life insurance will do and 
not policies. 


Should Be No Let Down 


The idea of looking upon summer as 
a time when business activity is lessened 
is criticised by Earl M. Schwemm, man- 
ager of the Great West Life in Chicago. 
He feels it is a mistake for the sales 
force to recognize summer as a letdown 
period, for after all there are compara- 
tively few people away on vacation at 
any one time. 

Mr. Schwemm uses the information 
approach and does not try to close busi- 
ness on the first call. Even when sales 
are slow the agent can keep busy, aug- 
menting his prospect file with data 
secured in the information approach. In 
such an approach the agent tells the 
prospect that he can give him a few 
helpful. ideas, especially if he has not 
been serviced by an agent recently. He 
emphasizes the point that although he 
may expect business in the future as the 
service warrants it, he expects no im- 
mediate business in return for his infor- 
mation, 
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Careful Recruiting Methods 
Are Aid to Success 





Edwin E. Besser, Chicago general 
agent for the Lincoln National Life, be- 
lieves in doing something different when 
it comes to selection and training of new 
agents. As a result of these methods, 
Mr. Besser has shown an increase in 
volume and paid for business at times 
when other general agents have experi- 
enced decreases or complained of lag- 
ging production on the part of agents. 

Mr. Besser is celebrating his 25th 
year in the insurance business. During 
this period he has not devoted all of his 
time to life insurance selling, although 
he has always been in relatively close re- 
lationship with it. Many of the princi- 
ples which he has learned and been able 
to apply to business have been the result 
of his early contacts with fire and cas- 
ualty lines. While in the fire and cas- 
ualty business Mr. Besser stated his 
paid life business never ran in excess of 
$10,000 a year, primarily because he gave 
it little consideration. However, since 
devoting full time to the life agency 
work he has one of the most productive 
and profitable of the Lincoln National 
groups. 

Careful Recruiting Method 


As a result of careful recruiting meth- 
ods, the agency selects only one out of 
46 prospects interviewed for full-time life 
production. After an agent is selected 
he is trained anywhere from two to four 
weeks, depending on his ability to grasp 
fundamentals, before being allowed to 
take a rate book on the street and sell. 
As one means of selection, prospective 
agents are given intelligence tests, 
being graded on such factors as success- 
ful completion of examination forms and 
the number of problems correctly an- 
swered. From this the agent’s I.Q. is 
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determined and rated according to men- 
tal and productive ability. If the pros- 
pective agent is successful in passing the 
test he is trained. Mr. Besser feels that 
greater stress in training should be 
placed upon the prospective agent’s abil- 
ity to meet people and successfully mer- 
chandise his product than upon the tech- 
nicalities of the business itself. An 
agent’s success in reading a rate book 
quickly and efficiently has no bearing 
whatever upon his ability to put the 
principles of life insurance across to the 
prospect or get him to sign on the dot- 
ted line. 


Agents Show Productivity 


What careful selection can do is dem- 
onstrated by the production of three 
Besser agents within the first 30 days in 
the field. One man, for example, pro- 
duced a volume of $17,400 in paid busi- 
ness and one of two men taken in the 
latter part of January showed a Febru- 
ary production of $16,900, the other 
$44,600. As a result of successful recruit- 
ing methods the agency tripled his paid 
March volume. 

Before entering actual production, Mr. 
Besser makes sure the agent has a well 
organized and simplified sales story—one 
which he is able to recite both forward 
and backward. The importance of the 
lesson of preparedness, Mr. Besser said, 
was impressed upon his mind while 
soliciting fire and casualty business 
many years ago in Chicago. This lesson, 
he feels, has contributed much in bring- 
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ONE MAN’S RECORD 





By A. R. JAQUA 
Associate Editor, Diamond Life Bulletins 


I should like to describe for you, in 
terms of his accomplishment, a certain 
insurance man with the hope that you 
may find therein stimulation to keep on 
teaching and training in fundamentals. 

1. We try to teach underwriters that 
only by selling quality business, that is 
persistent business, can they make 
money over the long pull. Only that 
kind of business builds a solid clientele 
and pays renewals. For instance: 

This man has been with one company 
for 24 years. During that time he has 
placed many millions of outside business 
but on the $9,000,000 of paid-for in his 
own company his first-year lapse rate is 
exactly 14% percent. As to termination, 
on the “A” schedule there should be 49 
percent of the business he produced his 
first 13 years still in force. Actually, 59 
percent is in force. 


Will Gradually Increase Size 


2. We try to teach men that most 
men start out slowly, writing as many 
cases as possible, but for comparatively 
small policies. We try to teach them 
that in future years they won’t actually 
work any harder but that they will 
greatly increase production primarily 
because they will greatly increase their 
average size policy. For example: 

In 1914 this man produced 31 cases 
for $75,000 of business; in 1937 he pro- 
duced 38 policies on 21 lives for $1,336,- 
000 of business; a one-fifth increase in 
number of cases but 18 times the amount 
of insurance. 

Furthermore, first five 


during his 





ing him what portion of success he has 
experienced in life selling. He acquainted 
himself thoroughly with coverages which 
the average agent was unfamiliar and 
couldn’t write because of insufficient 
knowledge. Most agents, he said, wrote 
only well known and popular coverages. 
These were lines from which every 
other agent was seeking to glean a live- 
lihood. 


Creating New Business 


He realized, however, this line of least 
resistance was too highly competitive 
and less popular lines offered opportu- 
nity for creating a vast field of new 
business. One of these lines, for ex- 
ample, was garage keepers legal liabil- 
ity, a coverage which Mr. Besser helped 
introduce into the Chicago district and 
one on which he became an authority. 
Most agents were unfamiliar with the 
policy but it proved a lucrative source 
of income for him. Preparedness in life 
insurance as an aid to achievement 
means a thorough and competent knowl- 
edge of all its technical and psycholog- 
ical aspects and the ability to transfer 
this knowedge quickly and efficiently to 
the prospect, said Mr. Besser. 

Since the first of the year he has also 
required agents to increase the number 
of calls per day. He has set the min- 
imum unusually high and for this is con- 
stantly being taken to task. He feels, 
however, this one point may be respon- 
sible for a good part of the new year’s 
exceedingly favorable showing. If an 
agent is able to count on the relative 
stable production from a certain number 
of calls, it is reasonable to expect that 
by increasing the calls he also advances 
his production. 








years his average policy was $2,035. 
During the second five years, $6,800. 
During the third five, $15,700. During 
the fourth five, $28,646. Recently the 
average has been running around $36,- 
000. 

3. We try to teach recruits that pre- 
paid business is good business, and that 
annual premium business is good busi- 
ness. For example: 

On most of this man’s business, set- 
tlement accompanies the application. 
During his first 10 years his percentage 
of annual premium business was 50 per- 
cent. For the last 14 years it has been 
around 80 percent. 

4. We try to teach agents that there 
is normally some parallel between an 
agent’s age and the age of his clientele. 
We suggest the advantage of picking 

“comers” and growing up with them. 
For instance: 

With this agent, during his first three 
years, the average of his clients was 30. 
During the next three years, 34. During 
the next three, 35. During the next 
three, 38. At present, 43. 

5. We try to teach recruits the over- 
whelming advantage of doing two things 


which practically solve the prospecting‘ 


problem: first, a conscious widening of 
social and business contacts; and, sec- 
ond, becoming the life insurance man in 
at least one, and preferably several, in- 
stitutions (gas company, telephone com- 
pany, manufacturing establishment, uni- 
versity, medical school, nurses school). 

This man exemplifies that teaching. 
He probably knows as many people in 
his state as any other business man in 
the insurance business or out of it. He 
is a trustee of his college, secretary of 
the chamber of commerce, has spent a 
tremendous amount of time in associa- 
tion work, local, state and _ national, 
especially in the field of taxation and 
legislation and as to getting in to and 
staying with a “nest” he has for many 
years been the insurance man for sev- 
eral large manufacturing institutions and 
has sold many millions of insurance to 
the employes thereof. 

Here is a man who started out slowly, 
who has worked tremendously hard, 
who has read and studied until he talks 
with authority on settlement options, 
business insurance, tax insurance, pro- 
gramming, or what have you; who con- 
sciously extended his contacts and has 
finally reached the topmost rung of suc- 
cess. And yet when you take the record 








Gains Good Record in 
Two Years with Occidental 


“eer 








FRANK J. LONGO 


Frank J. Longo, with the home office 
agency Occidental Life, has _ been 
named leading producer of the company 
during the Los Conquistadores club 
year, July 1, 1937-June 30, 1938. He 
automatically becomes president of the 
club when the convention is held at 
Vancouver, B. C., in August. Qualifi- 
cation is based on new paid for life and 
accident and health premiums. 

Mr. Longo began his insurance career 
less than two and one-half years ago 
with the Occidental, coming from the 
Bank of America. In the first. five 
months with the company he qualified 
for membership in the Los Conquista- 
dores club. The second year he not 
only qualified for the club but also for 
the leading producers club, with pre- 
miums in excess of $12,000. During 
1937 he topped the agency and in June 
of this year had his best month with 
$8,000 in premiums. 








apart you find exemplified merely the 
homely virtues of a sound plan: persis- 
tently followed. 

The agent with this record, which is 
a credit to the institution of life insur- 
ance, his company and to himself, is C. 
Vivian Anderson, C.L.U., of Cincinnati, 
life member of the Million Dollar Round 
Table, past president of the National 
Association of Life Underwriters. 
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YOUR HOME 
AWAY FROM HOME 
Every Room with Bath 


Most Moderate Rates 


FOUR RESTAURANTS 


Logical Headquarters for 
Insurance Men 






NEAREST EVERYTHING 




















PROVIDENT 








gained 20 places in 
relative standing among 
life companies in just 
three years. 


— There’s a reason — 


PROVIDENT 
Life and Accident 
Insurance Company 


Chattanooga—Since 1887—Tennessee 
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OSLICO 


Representatives Enjoy 






Participating and Non-Participating 
Policies 

Juvenile Insurance 

Disability Benefits 

Sub-Standard Service 

Accident and Health Equipment 





















The Quality of the Assets and their Ratio to Liabilities 
makes this one of the Outstanding Life Insurance 
Companies Upon Any Basis of Comparison. 









Succeed with 







The Ohio State Life Insurance 
Company 
Columbus, Ohio 














STATEMUTUALIZED 


SELLING 


Your modern car is able to cope with any road 
condition. It has variable power, it has economy 
and deceptive ruggedness—lasting power. 


Before any new model goes on the assembly line 
it is road-tested and corrected until it becomes a 
coordinated unit, with no fault that steals efficiency 
from the whole. ; 


It was in such a practical way that State Mutual 
built its own Coordinated Sales Plan, amending 


through sales tests until it had the three ingredi- 


ents for wide acceptance—variable power to cope 
with any sales situation; economy of time and 
effort, putting more money in the salesman’s 
pocket;. and ruggedness, proven ability to stand 
up and produce under the hardest conditions that 
could be devised. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 94 Years a Synonym for Security 
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GUARDIAN LIFE 


INSURANCE COMPANY 
OF AMERICA 
NEW YORK CITY 





A MUTUAL COMPANY 
ESTABLISHED 1860 














“He’s Another 


Life Insurance 


Wetee 


If that’s all the prospect knows about him— 
what chance has he to make a sale? 


ls MAY BE a good sincere underwriter—know how to ar- 
range life insurance programs to the best possible ad- 
vantage of the client. But if, in the mind of this prospect, 
he’s just another life insurance man—he’s sunk. 


He needs what life underwriters call prestige—what the 
man in the street calls a “build up.” With prestige and 
ability—he’ll go places. Without both he’s lost. 


THE EsTATE-O-GRAPH can’t give you ability. It can give 
you prestige—and sales if you have the ability to back up 
this prestige. 


Here’s how hundreds of life underwriters are building 
prestige for themselves in a dignified manner and without 
a lot of expense. 


They send copies of this unusual pictorial to a selected 
list of prospects. THE ESTATE-O-GRAPH acts as their ad- 
vance agent. It builds them up with prospects. It interests 
the prospect because it pictures his problems. It makes the 
prospect acutely conscious of these problems. And it builds 
the underwriter up as the man who can help these pros- 
pects solve their problems. 


The beauty of this plan is that you can concentrate on 
a small list of logical prospects, follow up your mailings, sell 
these prospects and then gradually broaden your sphere of 
activity. You advertise as you sell, by selecting logical pros- 
pects and concentrating on them. 


What The Estate-O-Graph Is 


THE EstTaTE-O-GRAPH is a monthly pictorial visualizing 
the benefits of life insurance for the man who buys it. Each 


issue contains 8 pages of motivating pictures visualizing 
some benefit of life insurance. The pictures are interesting, 
convincing. They show how life insurance meets the needs 
of real people in real, true to life situations. 


It is your publication. Your individual imprint is carried 
on both the front and back pages. It can carry your picture 
on one of the covers if you wish. Except in the larger cities, 
it is sold on the exclusive basis. 


THE EstaTE-O-GRAPH is printed in rotogravure. It is 
an attractive and impressive looking magazine, the kind you 
want to represent you with prospects. 


THE ESTATE-O-GRAPH advertises YOU. It builds you up 
in the minds of prospects—gives you that much-needed pres- 
tige. When you call, you have a far better chance of being 
well received, of getting a good interview, than you would 
have if you went in unknown and unannounced. 


The Estate-O-Graph Portfolio 


This portfolio contains samples of 12 different issues of 
THE ESTATE-O-GRAPH and information regarding the serv- 
ice. It shows you how the service is being used by other 
underwriters. With the sample copies you can test the pic- 
ture appeal by using them in personal solicitation and noting 
the results. 


The portfolio is sent upon receipt of 25 cents. Address the 
National Underwriter Company, 175 West Jackson Blvd., 
Chicago, Illinois, or ask any National Underwriter repre- 
sentative. 





